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Private toll-road
•
surprises
Corona mayor

Commuter Rail to
O.C. Proposed
The Orange County Transportation Commission is currently forInulating a plan to construct a
commuter rail line between central Orange County and Riverside.
Eventually the line would be
extended all the way to San Bernardino. The plan has already
received the support of the Riverside County Transportation
Commission.
Planners foresee an initial daily
ridership of approximately 5,000
passengers, growing to at least
8,000 by the year 2010. The earliest
feasible date the commuter line,
which would run on the Santa Fe
tracks paralleling the 91 Riverside
Freeway, could be completed in
1993. Four inbound trains would
run each morning at 20-minute
intervals, and four outbound
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Corona Mayor Dick Deininger
and Corona City Counciman AI
Lopez, who serves as Corona's
representative on the Riverside
County Transportation Commission (RCTC), both expressed surprise this week that they had
never been informed of a plan by
three major Riverside County
developers to construct a privately
financed toll road, extending from
San Clemente to I-15 near Lake
Elsinore.
Deininger said that the first he
had heard of "The Road to the
Coast" plan was when he read the
front-page story in Sunday's, April
9th, Orange County Register.
Lopez stated his first hint of the
project was when he was contacted by the Inland Empire Business J ournalconcerning his reaction to the plan.
"If anyone should have been
informed about this, it would have
been the Riverside County
Transportation Commission,'' remarked Lopez. "I have never
heard of it until just now."
The Inland Empire Business
Journal learned that, indeed, the
project has been kept under wraps
for over three years, while a
consortium of three major Riverside County developers have been
quietly planning and collecting a
start-up fund. The three companies involved are Bedford Properties, Inc. (which conducts development projects both in Orange
County and Riverside County),
RANP AC Engineering, Inc., and
Johnson and Johnson Development Corporation. Together, all
three own over 20,000 acres of land
through which the private toll
road would pass.
The private transportation route
would also have to pass through
portions of both Camp Pendleton
and the Cleveland National Forest.
Lt. Colonel Ray Spears, Camp
Pendl~ton 's Community Planning
~nd Liason Officer, in a phone
Interview with the Inland Empire
Continued on Page 3

Page 2 - INLAND EMPIRE BUSINESS JOURNAL
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That's the low per-~opy, per-page total for
your verygood-look1ng new Company Newsletter. Custom-tailored, printed. ready to
• mail - a small price for powerful selling in
vour ~omqan~~ marketplace: lncl~des: • .Crisp, Award-winning
promot1ona1 wntmg and graphic des1gn ·A title-name. if you don't
already have one • New Masthead design and art for on-going use·
Dramatic "grabber" headlines highlighting professionally edited
stories from your news information sheet - just "give us the facts"
• Typeset • Line Art spots to illustrate feature stories • 5000 minimum
printed, ready t~ m~il· Call now ~or (~ )
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Free Consultation 1n your off1ce
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HEALTHCARE

MANAGEMENT

HMO's are alive and well despite
collapse of several big name
programs.
Page 21

Simplicity is sophistication.

COMM ENTARY
From Howard Snider,
Ontario Mayor.

Page 13

Ontario Airport to file for divorce
from L.A. Department of Airports.

REAL ESTATE
Toxic Waste.

Page 8

Scott Grubert, corporate real estate
advisor, takes an in-depth look at
who should be liable for toxic waste
cleanup.

SECURITIES
Going Public.
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Second Moreno Valley Economic
Conference.
Page 5
One of the growth hotbeds of the
Em ire is getting even hotter.

• offering programs leading directly to employment or for updating
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INSURANCE
Healthy, Wealthy, and Wise ...
Page 15
A Washington D.C. company has
introduced a new monitoring
system that can have workers back
on the job much faster. The new
system is saving companies
millions.

THE LISTS
Page 3

Page 17

Purchasing the system that best
suits your company's needs.

ECONOMICS

MORENO VALLEY

• providing skilled technicians for business, industry, public and
private sectors.

Desk Top Publishing

GLOBAL TRADE

Economic indicators point to a
recession within a year. An Ontario
CPA firm gives a six-step strategy
to prepare business owners for the
economic backslide.

• recognizing a responsibility to respond to the changing needs of a
highly technological society

OFFICE TECHNOLOGY

The process can yield high profits
for a company, or result in
tremendous cost and failure. A
"how-to" on the different ways to go
public successfully .

Survival Guide

TECHNOLOGIES IN MARKETING, INC.

Page 17
The Fully Instrumented CompanyIs your hand on the pulse of
performance indicators in your
company?

A special commentary on the
disarray of America 's export
program and how it is affecting our
economy.
Page 12

The Largest:
HMO's and PPO's
Page 19
Inland Empire Residential Real
Estate Builders
Page 10
Inland Empire Office Buildings
Page 14

FOREIGN BUSINESS
Speaking Japanese
Page 6
Business success in a foreign
country begins by establishing a
solid command of the country's
I
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Economic Indicators Point to Recession Within Year
Inflation is reaching uncontrollable proportions. The economy is
overheated . Interest rates are
~ising, and January's price
Increase was the highest in two
years. And to top things off, shortterm government paper is yielding
more than long term. According to
economists, since the 19th century
these signs have indicated a coming recession. And to some economists, it is predicted to happen
within the next year.
The Federal Reserve Board has
tried to counterattack rising inflation rates by tightening credit. But
Chairman Alan Greenspan has
warned
"a
. that if these efforts fail , _
recession will move up on us much
more quickly than we can
imagine. And when it occurs, it
will be a prolonged one.' '
How do small businesspeople
prepare for hard times ahead?
Harvey A. Goldstein, Managing
Partner of the Ontario CPA and
Management Consulting firm,
Singer, Lewak, Greenbaum &
Goldstein, has a six-step strategy
to prepare businessowners for
economic backslide:
1 . IDENTIFY SPECIFIC
CAUSES FOR A POTENTIAL
DROP IN PROFITS. When timesare difficult, there is a temptation
to blame a decrease in profits on
the general recessionary environment. Business owners who do this
fail to identify real causes of
problems, which prevents them
from finding the right solutions.
Management should determine

specific causes for profit losses now
before the recession hits.

Managing Partner of SLG&G,
Harvey A. Goldstein, presently
serves on the Small Business
Administration National Advisory
Council and was a Commissioner
at the White House Conference on
Small Business.
If a competitor has infringed on
your market, start redirecting
your sales efforts now. Curtail
expansion of luxury markets
unlikely to sell well during the
recession, and emphasize your
most practical products. Paul
Batista, owner of Ontario's Batista
Automotive, a restorer of luxury
cars, agrees. "I've got a Plan B in
case times get bad.'' he says.
"We've diversified our company's
marketing approach. Now, in addition to restoration, we do minor

repairs and maintenance, including tune ups. We expanded our
capabilities to meet an increasing
demand by the average collector."
Fritz Miller, President of Southern California Container, an Ontario manufacturer of specialized
metal containers, has also diversified. "Since a big proportion of
our business comes from two
customers, we realized we needed
to expand our clientele to make
ourselves less vulnerable." Miller
is now targeting the restaurant
industry, previously dominated by
plastic can companies.
Business owners should also set
up safeguards against employee
theft, because there is a direct
correlation between a difficult
environment and misapproproations by employees.
3. BEGIN TO PARE DOWN
INVENTORY. Goldstein emphasizes that one of the most expensive
mistakes management makes during a recession is allowing in ventory to build up unnecessarily.
Prepare to adjust orders to suppliers and to revise production
schedules so that carrying charges
are at an absolute minimum. By
doing this business owners avoid
additional finance charges which,
at today's high and rising interest
rates, can deal the death blow to
a borderline company. Says
Miller, "Our inventory used to be
too high, so now we're more analytical in forecasting our orders.''
Miller encourages his customers to
anticipate purchasing needs a year

in advance. If that's not possible,
the company does forecasts based
on last year's orders.
3. MAKE DISCRIMINANT
CUTBACKS. It may be necessary
during a recession to make cutbacks in expenses and in personnel. But management should
plan carefully before making cuts
w h e r e n o c u t s a.r e n e c e s sary. Rather than layoff new
employees, as is usually the case,
the goal should be to reduce nonproductive personnel, regardless
of tenure. Concentrate on selling
the most marketable and profitable products, rather than developing new products that involve
higher risk. And produce the
profitable products as cheaply as
possible.
4. MAKE SURE COLLECTIONS
ARE PURSUED ON A TIMELY
BASIS. Timely collections are
particularly important in a
depressed economy. Consider hiring a credit manager. A qualified
credit manager will enhance cash
flow and avoid exorbitant interest
charges. And by taking on the
collection contact, a credit manager allows you and your sales staff
to maintain the business rapport
you've established with customers
so future sales are not impaired.
5. ANALYZE YOUR COMPANY'S FINANCIAL STATEMENTS. Distracted by recessionary pressures, many owners and
managers fail to consider the full

Continued on page 11

P rivate Toll-Road Surprises Mayor ...
Continued from page 1
Business Journal, summed up the
Marine Corps' position: "It is
insupportable." said Spears. "We
cannot live with any road - toll
or otherwise, through our facility.
We are the most active military
facility in the United States. The
First Marine Division is headquartered here consisting of 15,000
marines. It includes three infantry
regiments each with three battalions. Right now we have only
enough land to conduct maneuvers with one of those battalions at
any given time."
Spears said that representatives
of the toll-road consortium had
approached him with three separate routes through the base. "Two
of the three went right through
our high-explosives impact area.
We cannot drop bombs on or near
highways." Spears emphasized
that the base could not accept such
a plan "without suffering a grie. .
''
vous impact to our mission.
Lt. Col. Spears also expressed
concern about the environmental
effects of such a project. "We have
six endangered species federally
protected on this base .." he said,
"including the Peregnn Falcon,
the Kangaroo Rat, and the Least
Bells Vireo, a bird that inhabits

willows. In addition, we have fifty
or more buffalo roaming the area,
and four pairs of nesting Golden
Eagles protected by the State
Wildlife Commission. People don't
realize how environmentally conscious we are here. There are
sixteen Golden Eagles in San
Diego County. We have half of
them on our base.''

tury, we'll be faced more and more
with this sort of issue. You have
to weigh the social benefits and the
environmental effects. We're
more arid more having to deal with
the allocation of land as a very
precious resource.''
John Meyer, Executive Director
of the Transportation Corridor
Agencies in Orange County, told

"We cannot drop bombs on highways/' comments
Lt. Col. Spears of Camp Pendleton.
According to Mike Rogers,
Forest Supervisor for The Cleveland National Forest, there are two
major obstacles in the way of the
toll road. Said Rogers, "The area
that they have designated is established by Congress as a wildlife
preserve. We don't even know, at
this point, how many endangered
species of plants and animals
inhabit that area. It would require
a special Act of Congress to open
that area up to such a project. To
the best of my knowledge, Congress has never been willing to do
such a thing in over 200 years!''
"Of course," added Rogers, "it is
a very complicated issue. As we
move into the twenty-first cen-

the Inland Empire Business Journal that since January 1986, for
every home or commercial complex built in Central and South
Orange County, developers have
contributed a average of $1,500
toward the proposed toll road.
"We've got $100 million sitting in
the bank right now," said Meyer.
"It's all come through private
sources. We're a legislated public
agency with no public funds allocated for a project like this. If it
can be done by the private sector,
more power to them. My own
personal opinion, and I'm not a
politician, but from a professional
transportation point of view,
there's no decent road to the Coast

south of the 91 Riverside Freeway.
It's essential for the Inland
Empire to have a transportation
corridor to Orange County and
San Diego County all the way to
the Coast."
Meyer indicated that legislation
is now pending in Sacramento to
authorize the private toll road. The
bill, AB491, is being sponsored by
69th Assembly District Representative Nolan Frizzelle, a Republican whose district includes Huntington Beach and Fountain
Valley along the northern coastline of Orange County. Mr. Meyer
stated that Rep. Frizzelle introduced the bill, even though it does
not directly impact his district
because, "Nolan has a long history
of supporting Libertarian causes.''
Whatever the outcome of the
private toll-road plan, which is just
now emerging from three years of
almost total secrecy, the issue is
certain to be a critical one for
Inland Empire residents, businesses and government officials.
Every level of government is
already involved, and this proposal
will now have to take its place
along with many others in the
ongoing search for adequate commuter transportation.

Page 4- INLAND EMPIRE BUSINESS JOURNAL

April17, 1989

Norton's
Budget
...
Continued on page 1
Table I.-Impact of Norton Payroll losses on the E. Valley in (000).
Category

Lost Payroll

Military on Base
Military off Base
Civilian
BX/NAF Civil
Non-gov Civil

Spent in So. California

$ 19,223
102,181
80,428
5,638
703
$208,173

Total
Local Percent

51%
68%
73%
73%
73%

$

9,803
69,483
58,712
4,116
513

69%

$142,627
90%
EAST VALLEY LOSS .......................................... $128,364
Source: Nor ton AFB and SBCCU
2. Some of this payroll does not reach So. Cal stores. The $142,627,000
that does is found by applying the percent of local spending by
each type of workers to their payroll.
These percents allow for: saving and payroll deductions for all
workers; EX/commissary, officer and enlisted club, and base mess
hall privileges for all military; and on-base quarters for some
military.
3. Of the money E.Valley consumers spend in So. Cal, about $128,364
(90%) is spent in the E. Valley according to surveys.
Purchasing Primary Spending Loss:
$21,992,000
Norton's closure will cause a $29,667,000 loss to So. Cal in primary base
contract spending. Assuming construction and service workers spend 73%
of their incomes, by sector these losses will be:
Table 2.-Impact of Norton purchases on So. California in (000).
Category
Amount
So. Cal Impact
Constr Labor
$2,203
73%
$ 1,609
Serv Labor
5,240
73%
3,825
Constr Material
3,443
100%
3,443
Serv Material
1,830
100%
1,830
Commissary /BX
5,917
100%
5,917
Education
1,345
100%
1,345
Health
5,934
100%
5,934
Temp Living
342
100%
342
Other Supply
5,422
100%
5,422
Total So. Cal Impact ............................................. $29,667
Source: Nor ton AFB
Some of this lost spending will not be from the E. Valley. Based upon
local spending patterns and types of outlets, the E. Valley loss will be
$21,992,000:
Table 3.-Impact of Norton's So. Cal purchases on E. Valley in (000).
Category
So Cal
E. Valley Impact
Constr Labor
Serv Labor
Cnstr Material
Serv Material
Commissary /BX
Education
Health
Temp Living
Other Supply

$1,609
90%
$ 14489
3,825
90%
3,443
3,443
65%
2,238
1,830
65%
1,190
5,917
50%
2,959
1,345
90%
1,211
5,934
95%
5,637
342
100%
342
5,422
65%
3,524
E . Valley Loss . ................. . ................................ $21,992
The total E. Valley primary spending loss, from payroll and contract
spending, will thus be $128.4 + $22.0 = $150.4 million.

This process continues until all of the primary money Norton brought
to the E. Valley has left the area.
As the E. Valley is not very diversified, it is estimated that each $1.00
of Norton primary spending only creates from $.50 to $.75 in additional
local spending before it leaks away. ~lePce the result.
Total Norton Primary and Secondary Spending Loss:
$225.5-$263.1 Million plus 2,750 to 3,200 secondary jobs.
The sum of the primary Norton payroll and contract spending and
secondary spending loss is $150.4 + $75.2 to $112.8 = $225.5 to $263.1 million.
Since about $82,000 in sales supports one worker, this total spending
loss means 2,750 to 3,200 fewer secondary East Valley jobs. These
unemployed people would be added to any base workers not employed
elsewhere in the federal system.
Wanted: 7,630 New Commuters!
If the E. Valley can add enough new income from outside the region
to offset the $150.4 million primary loss from Norton's closure, the
secondary job and spending losses can be avoided.
Assuming no new primary private sector jobs, this can occur through
an increased number of new commuters.
Commuter incomes, like Norton's payroll, bring new primary spending
to the E. Valley since they are earned elsewhere but brought home for
spending.
Assuming the following about commuters:
Table 5.-Assumed commuter income and spending profile.
--Income
$30,000
Spending%
73%
Amount Spent
$21,900
E. Valley %
90%
EV Primary Spending
$19,710
An average commuter brings $19,710 in new primary spending to the
E. Vall~y. It would thus take:
$150,356,000 I $19,710 =7,628
new commuters moving into the area for the economy to exactly offset
the loss of Norton.
2 Years 9 Months to Replace Norton's Printary Spending
According to the Calif. Finance Dept. from 1985-1988, 50,352 people
moved into the E. Valley, or an average of 16,784 a year. Assuming 3
persons per family thus is 5,595 new families. If 50% have one commuter,
the valley is yearly adding about 2,797 new pay checks.
At this rate, it would take 2 years 9 months for the E. Valley to replace
the lost Norton primary spending.
·
This result is cause for optimism as it a3sumes that none of Norton's
current staff will commute to March AFB. Some no doubt will as the
Military Aircraft Wing and Auditor Ge·neral are relocating there.
For this analysis to hold up, it is important that the area's transportation
network be expanded to absorb the added commuter pressure.
Also, a key variable to watch is the mortgage interest rate which could
rise high enough to slow growth and delay the commuter offset to the
phaseouts.
•

Secondary Spending Loss:
$75,178,000 to $112,767 ,oa:>
The final impact of Norton's closure on tne E. Valley will be $75.2$112.8 million loss of local secondary spending:
Table 4.-East Valley Secondary Spending in (000).
Primary Nor ton Sp.
Impact

$150.4
50¢

$150.4
75¢

Secondary Spending

$ 75.2

$112.8

Source: 1970 doctoral thesis, Husing.
When Norton dollars are spent with E. Valley firms, they buy supplies
1.
k
Most supply money leaves the area as the local
and pay ~or ters. d'versified. However, the money paid to workers
economy IS no very 1
d
stays and supports them.
.
an owne~
ding impact occurs when, after saving and paying
. t rn spend locally. While much of their
2. The secon ary spen
1
taxes, these local p;op e In1' u some of it stays and supports a third
money also leaves tor supp Ies,
tier of jobs.

Hope Bianchi Sjursen, western sales manager for Bianchi International and
its Gregory Mountain Products division, was recently appointed marketing
manager responsible for the company's domestic and international marketing
operations. She has been associated with the worldwide manufacturer of
handgun holsters, belts and shooting accessories for 15 years.
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Good morning, Moreno Valley
David Dixon, Moreno Valley's
City Manager, imitating Robin
Williams, presented a resounding,
"Good morning, Moreno Valley!"
welcome to a pproxima trely 450
attending the Second Moreno
Valley Economic Development
Conference at March Airforce
Base.
Even prior to Dixon's opening
remarks, the guests, including
developers, bankers, utliity representatives, real estate brokers,
engineering and architectural
design firms, and other key business leaders, began to discuss
their interests in the place now
called Moreno Valley.
They came from as close by as
Box Springs, which is next door to
Moreno Valley, and as far away as
Seoul, Korea. At one table alone
sat nine businessmen from Orange
County and Los Angeles, already
looking for opportunities to
expand their business operations
in what has become one of Riverside County's fastest growing
cities.
The questions seemed not to
center on whether there were
opportunities in Moreno Valley
but rather how to take advantage
of the opportunities before someone else does. Questions a bounded.
Where do I start? Whom do I talk
to first?
Dixon challenged the guests to
"experience the new vision as you
travel along ... see the reality, the
success ... it is not just a mirage,
not just a show-and-tell ... it is
really happening here in Moreno
Valley.''
Dixon first took guests on a bus
tour conducted by city officials and
area business leaders around the
67-plus acres which com prise the
city boundaries. Complete with a
tour book tracing the route and
information for guests to refer
back to at a later point, the tour
highlighted general efforts of
promoting all types of residential,

CoiDinuter Rail ...
Continued from page 1
may postpone the sales tax vote to
June of 1990.
Clarice Blamer, Chairwoman of
the OCTC, said recently that the
rail commuter line is the only way
to deal with increasing traffic
congestion, especially along the
Riverside Freeway. All signs point
to congestion worsening each year.
"We've got to move into the
arena of rail,'' Blamer said. "We
can't forget about our freeways,
but we're getting so far behind
that we've got to look into the
future instead of just keeping up."
The California State Department of Transportation predicts
about 250,000 cars a day will use
the Riverside Freeway by the year
201 o. By that time, a staff study
prepared for the May 8th OCTC
meeting concludes that 8,500 people a day would ride the commuter
train.

commercial and industrial development in Moreno Valley.
The tour was followed by a
luncheon featuring noted economist Al Gobar, president of Alfred
Gobar Associates in Brea, who
presented a historical and current
outlook on the economy of the
Inland Empire and, more specifically, Moreno Valley. While he
was most encouraging about continued population growth for the
area, Gobar expressed a concern
about the outgoing labor force and
its effect on the economic base.
"What you currently have is a
state of imbalance, whereby the
job growth exceeds the economic
base," explained Go bar.

Gobar's comments were wellvalidated in the city's current
efforts to woo manufacturers and
other commercial and industrial
businesses to its city. To date, six
of the 15 major projects approved
for development include plans for
new job growth.
These projects, bringing approximately 6,000-plus new jobs to the
area, include: Borneo International Furniture; Moreno Valley
Auto Mall; Moreno Valley Hospital; Towngate, a mix-use development of commercial/retail and
office space with a regional shopping mall; Festival at Moreno
Valley, another mix-used project;
and the Moreno Valley Comm unity College Campus.
Should the Norton Air Base
operations be moved to March

Airforce Base, as is an tici pa ted
according to General Richard A.
Burpee, Base Commander, additional job opportunities will be
available to civilians in the area.
Realizing that even the reasonable prices for land development
and home purchases in Moreno
Valley might not lure some conten ted residents of coastal communities in Orange and Los
Angeles Counties, key developers
have planned marketing campaigns to address lifestyles. Their
strategies include "community
amenities" such as golf courses,
performing arts centers, hotels,
restaurants, hospitals and schools.
And as Dixon so aptly summed
it up, "This is only part of the story
... stay tuned for the rest."
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Speaking Japanese Key To Success
Americans can dramatically increase th eir chances for business success
in Japan and China by establishing a solid command of the cou ntry's
language, according to a study by Professor John F r ankenstein of the
American Graduate School of International Management known
informally as "Thunderbird."
'
The survey asked U.S. - educated business people operating in Japan
and China to list key issues in preparing assignments in the two countries.
"You're only half communicating if you can't speak Japanese and have
to use English,'' noted an another American, "Speaking Japanese from
the heart should be the goal of foreigners in Japan.''
Of the respondents operating in Japan, 30 were North Americans and
20 were Japanese nationals. Slightly more than half were in the 35 to
55 age-range, with 62 percent having had at least five years of internation al
business experience. About half were mid- and senior-level execu tives
in financial services.
The China respondents were 26 Beijing-based business people with a
comparable range of experience. Nearly 60 percent had overseas business
experience before accepting their China assignment. Two-thirds of the
group claimed to speak Chinese at the "working level" or better, and
most had some background or training in Chinese studies.
Despite profound differences bewteen Japan and China, the two
societies share similar ideas about how foreigners can carve a nich e for
themselves in the unfamiliar Asian business world. The study notes that
such suggestions focus more on behavior than business dynamics.
Besides underlining the need to learn the language, for instance, both
Asian and non-Asian survey respondents stressed the importance of
becoming familiar with cultural and social customs. They also emphasized
the need for patience, commitment and a long-term perspective.
Mentally preparing for an inevitable culture shock is also considered
business prudent. A 10-year veteran with a major J apanese trading
company advises foreign business people "not to try (to) take (your) own
culture into your business too much," while another Japanese executive
counsels against being too agressive.
The Thunderbirds study points out that educators preparing students
for overseas assignments must choose an effective method of delivering
training. Possibilities include integrating preparation programs into
business curriculum, as part of feeder programs into more specialized
business or professional programs, or in specialized "executive
development" programs.
.
.
The study notes that foreigners shouldn't expect to be Immediately
accepted into the Asian business environment. Longevity is apparently
a key element in gaining trust with Japanese business partners.
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• Printing service cost rising
• Printing delivery late
• Printing quality marginal

Then...
you need to call:
ANDERSON & V102H3.0V1A
LITHOGRAPHY

(818) 336-0096
~~Where

PRif)UING QUALITY, PRICE, and
DELIVERY are the primary concern of our staff'
FREE PICKUP AND DELIVERY ANYWHERE
IN SOUfHERN CALIFORNIA

"JUST OVER THE HILL - IN INDUSTRY'
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San Bernardino
retail space
continues record gains
Retail space inventory in San
Bernardino continues to grow at
a phenomenal rate, according to
data compiled by the San Bernardino Economic Development
Council. Retail inventory space
expanded by 325,000 square feet in
1988, surpassing a 294,000 square
foot growth in 1987.
Grubb and Ellis Company's
retail property specialist, Dennis
Tyler, predicts that, "Development opportunities will focus on
rehabilitating and remerchandising existing space and constructing
traditional community and neighborhood centers in residential
growth areas in San Bernardino.
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joining Kasler as con troller in
April 1985, Brown, a certified
public accountant, was a senior
audit supervisor with Arthur
Young & Co. in Houston.

G .E . Goodrich
Opens Co.
G.E. Goodrich Co., utility planning and design consultants, has
recently expanded its Inland
Empire office to keep up with
client demand by tripling their
facility space and hiring two new
project managers. Fred Duval,
who resides in Corona, transferred
from Goodrich's corporate office
in Laguna Hills, while Ed Tombyl
joined the company after 18 years
with Pacific Bell. Each will assume
responsibility for several of the
company's large projects in the
area.

Pricor signs memorandum of understanding
to build Riverside Youth Center
MURFREESBORO, TENN.
(PRN) - Pricor Incorporated
(NASDAQ:PRCO), a Tennesseebased firm, has signed a Memorandum of Undrestanding with Riverside County to build and manage
a school and treatment center for
over 140 emotionally disturbed
youth.
The agreement calls for Pricor
to build a complex of buildings on
5.65 acres of land which will be
owned by Riverside County. The
terms of the Memorandum of
Understanding, under which Pricor expects to receive $5.8 million
per year, will be incorporated into
a lease agreement with Riverside
County for approximately 20

years. Final terms of the agreement are expected to be approved
by the county this month.
P ricor will begin construction of
a $3.3 million facility in four
months. The campus will include
residential cottages, counseling
centers, playgrounds, an athletic
field and a 24-classroom school.
It will be an open, unlocked
complex that will house up to 116
boys and girls, ages 9 to 18. Sixteen
of the 116 beds are to be assigned
to children requiring treatment
for drug and alcohol abuse. In
addition, Pricor will manage six
off-site group homes, each housing
six youths.

Majestic Realty
Acquires Ontario Site
The Archibald Business Center,
including two industrial facilities
on 16 acres of land , has been
purchased by Majestic Realty Co.,
a local real estate developer.
Neither Majestic nor the seller,
Golden West Equity Properties
Inc. of Newport Beach, disclosed
a purchase price, however real
estate sources estimate the property to be valued at $10 million.

Success Story:
5 sto~ies, to be exact.

Architectural Firm
Opens Ontario Office
Ware & Malcomb Architects,
owned by William E. Malcomb and
William Ware, have opened a new
office in Ontario at 3350 Shelby
Street.

Yorba Industrial Center
Establishes New Trend
Yorba Industrial Center, a $9
million project developed by
Majestic Realty Co., has established a new trend for industrial
parks by combining its executive
offices with industrial space under
one central location. Situated in
Chino, the 12-acre project includes
three buildings, one of which has
been leased by Pacific Coast Laminates Inc. at 13971-13991 Yorba
Avenue.

Fontana Industrial Site
Purchased for $3 Million
The Sierra Gateway Commerce
Center in Fontana has been purchased for $3 million by the Lincoln Property Co. of Irvine. The
developer plans to use the 17.6
acres located at Commerce Way
and Santa Ana Avenue, to build
four industrial buildings comprising 385,000 square feet of space ..
The Grubb & Ellis Commercial
Real Estate office in Ontario, who
represents the buyer,.will serve as
the exclusive marketing agent for
the project.

Brown Named CFO
Kasler Corp., a general contractor of concrete roadways, bridges
and public works projects in San
Bernardino, has named R. B~rr
Brown to the post of chief financial
officer and treasurer. Prior to

Kline Center

Page 7

proudly presents a
classic new 90,000 sq. ft. office building
that image-conscious corporate tenants will
love. Immediately adjacent to Ontario
International Airport with high impact San
Bernardino freeway visibility and access.
Occupancy: Late 1989. Full commission
available on a pre-lease.

Kline Center:

Excellence
in office design/on-site property
management/full service executive su1tes
available/300 room Clarion Hotel/Marie
Callendar's Restaurant & Lounge. All in all,
Ontario's Class A office environment.
•
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Report: Toxic Wastes - Who Pays for Cleanup?
By Scott Grubert

In t~e past decade, federal laws dealing with contamination of a site
b~ ~oxic. wastes, hazardous substances and other materials, have created
difficulties for all parties to a commercial or industrial real estate
transaction. Purchasers, sellers, landlords, tenants, brokers, developers
and lenders, as well as participants in corporate mergers and acquisitions
~11 ~~n the risk of financial and/or criminal penalties due to pollution
habihty. In recent years several states have become active in the
en~ironmental arena, introducing strict toxic wastes liability statutes
whic~ may operate independently or supplement existing federal law.
The Impact of the financial risk posed by these stringent measures has
become a significant component of the real estate transaction.
The federal environmental laws most responsible for the dramatic
change in the risk factor of commercial real estate transactions are the
Resource , Conservation and Recovery Act (RCRA) of 1976, the
Comprehensive Environmental Response, Compensation and Liability
Act (CERCLA or SUPERFUND) of 1980, The RCRA Amendments of 1984,
and the Superfund Amendments and Re-Authorization Act (SARA) of
1986. These complex federal regulations have governed hazardous
materials for more than a decade, affecting both corporations and
individuals who may be held liable for reimbursement for cleanup costs
of a contaminated property. Additional legislation has been adopted by
several states, with the "Massachusetts Superfund" and New Jersey's
Environmental Cleanup Responsibility Act (ECRA) imposing strict
liability on owners or operators of sites involving hazardous substances.
The California Senate Bill245 recently enacted in January of 1988, requires
sellers or lessees of commercial property to report suspected en vironmen
tal hazardous wastes. This maze of federal and state regulatory schemes
requires corporations and individuals to safeguard themselves from
purchasing or leasing hidden environmental liabilities.
At risk is the prospect of not only cleaning up a contaminated site,
which can be extremely expensive, but also the prospective buyer or
lessee may be liable for damages to natural resources or to private parties.
This form of liability could result in exposure of corporate assets due
to the fact that many insurance companies have pollution exclusion in
their general liability policies. In order to minimize the risk of potential
liabilities, the buyer or lessee to a real estate transaction should conduct
an investigation well in advance of closing the transaction.
The level of investigation will depend on the participants involved in

OWNER/USER COMMERCIAL
REAL ESTATE LOANS

90%

Up to

Financing

OWNER/USERS ONLY - Commercial/Industrial/Office
Medical/Office Condos
- NO APARTMENTS -

* Up to $1,000,000
* Up to 25 Year Terms

*

No Prepayment Penalty

For More InformatiQn Contact
BOB ROTHCHILD
(714)983-8100

THE MONeYSTORE ®
INVESTMENT CORPORATION

the transactions and their exposure to liability as well as the historical
background of the site. However, at the very least, a buyer or tenant
should conduct a preliminary investigation based on a few simple
screening techniques. These include a site walkover and visual inspection
of the premises, detailed explanation of current and former manufacturing and other processes performed at the site, contact with federal,
state and local environmental agencies to review waste incident reporting,
and observation of operations conducted on adjacent land.
The visual inspection or site walkover of the premises and surrounding
land is the first step where observations of the physical condition of the
buildings may yield signs that a contamination problem exists. This
inspection should note the presence of any solvents, batteries, waste oil
drums, leaking pipes, discolored foundations, loose or crumbling insulation
materials (possible asbestos) and transformers. An effort should be made
to inspect the condition of the roof to determine if it needs repairs that
may expose an asbestos problem (government statistics indicate 750,000
buildings nationwide with possible asbestos problems). The out-of-door
inspection should note evidence of some of the more obvious signs such
as stained soil, buried barrels or drums, retention ponds, wells and
underground tank vents or fill pipes, above ground tanks and the
proximity of either surface or subterranean water courses. Investigation
of current and former uses performed at the facility is a useful supplement
to a visual inspection and can be obtained through available public public
data sources such as local assessors records, building permits, and historical
ownership records. Some federal and state agencies responsible for
environmental comliance maintain computer data-base files on hazardous
waste incidents. In reviewing this information, the buyer or tenant should
keep in mind certain industrial and commercial activities, such as
electronics manufacturers, foundries, metal fabrication, auto body/repair
shops, and electroplating facilities have historically generated toxic or
hazardous wastes. The possibility exists that adjacent areas to the premises
have caused contamination; therefore, observation should be noted on
the operations of these adjacent properties. If the prospective buyer or
tenant detects any suspicious signs of contamination, the retention of a
company whose expertise is evaluating the technical aspects of potential
hazardous sites would be advantageous to the respective parties.
Finally, both buyer and tenant should seek protection from the seller
or landlord respectively as it relates to each particular transaction. The
buyer should clarify that seller indemnification obligations cover all toxic
liabilities not caused by the buyer, and the tenant or lessee should seek
similar protection in negotiating its lease, particularly if warning signs
exist of potential contaminants at a site.
The following is an example of such lease language protection that might
prove helpful. However, an astute tenant will retain the services of a
knowledgeable real estate attorney.
Indemnification by Lessor: Lessor shall indemnify lessee and hold it
harmless against and in respect of:
A. Any and all losses, liabilities, damages (whether consequential or
otherwise), penalties and expenses whatsoever ("damages") arising under
federal, state or local statute or common law, or any regulation
promulgated pursuant thereto (past, present, or future) (collectively the
"applicable laws"), as a result of or in connection with, or alleged to be
as a result of or in connetion with the following:
1) The handling, storage, use, transportation or disposal on or at the
premises prior to the commencement date, of any hazardous substance,
by or on behalf of lessor or its predecessors or any other person
(whether authorized or unauthorized); or
2) The handling, storage, use, transportation or disposal, prior to the
commencement date, of any hazardous substance by or on behalf of
lessor or its predecessors or any other person (whether authorized
or unauthorized) in connection with, the operations conducted at the
premises; or
3) The handling, storage, use, transportation or disposal on or at the
premises, or in connection with the operations, after the commencement date, of any hazardous substances conducted thereon, by or on
behalf of lessee, in violation of any of the applicable laws, which is
a continuation of facts existing prior to the commencement date
constituting a violation of such applicable laws: provided, however,
that such indemnity shall not apply with respect to damages which
result from any such facts constituting a violation, of which lessee
has knowledge, beyond the time when the violation reasonably could
have been terminated or remedied without material additional loss,
liability, damage or penalty or expense to lessee; further, provided,
that is such termination or remedy shall entail material loss, liability,
damage or penalty or expense, lessee shall nevertheless, upon the
request of lessor, proceed in good faith, at the expense of lessor, to
effect such termination or remedy (it being agreed that lessee and
lessor shall cooperate to avoid unreasonabie or unnecessary disruption of the operation at the premises).
Grubert is a corporate real estate advisor with Charter Commercial
Brokerage Company of Newport Beach which specializes in tenant
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The Ontario Comm Center provides its clients with state-of-the-art office technology and a
professional administrative staff to maximize productivity and efficiency while reducing costs.

Discover The Most Advanced Executive Office Facility
In The Nation and Redefine Productivity and Efficiency.
II Telecornrnunications terrninal in
each suite

II 4 Line telephone
II Professional word processors,
telephone operators, and receptionist

II On site management
II Conference, audio visual facilities
II Luxurious lobby and lounge

II

Fax, photocopying, telex, electronic
mail, electronic dictation equipment

II Video displayed telephone rnessages
.. Fortune 100" Amenities Made Affordable For Small Businesses
Comm Centers

ONTARIO COMM CENTER
3535 Inland Empire Blvd., Ontario
Phone 941-0333
TM

Offices Of The Future

"Short-term programs available for traveling executives.
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The Largest Residential Real Estate
Builders in the Inland Empire
Ranked by 1988 Sales
I--U_N_IT_S_C_O...,...-N_S_T_R_U_C_T.....,E_D_I_N_1...:...98..;_8~ Year-
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Century Homes
Riverside
John Pavelak
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Upland
Ira C. Norris
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Homestead Land Development Corp .
Corona
Richard L. Crook
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Heers (John C.) Inc.
Colton
William R. Heers
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Rancho Vista Development Co.
Palmdale
R. Gregg Anderson

22.0

40.0

110
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USA Properties Fund Inc.
Pomona
J. B. Brown

20.1

::;:;;

22.0
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(56.5%)

120
(43.5%)

0
(0.0%)

9
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Quintessence Development Co .
Riverside
Joseph H. Quinn

2.8

17.0

18

18
(100%)

0
(0.0%)

0
(0.0%)

5

KEY TO RESIDENTIAL BUILDERS ROSTER -The name of each company is followed by its headquarters city and then by its principal officer. Sales
figures are given for 1988 and have been confined to residential sales in Rivers.ide and San Be~nardino . counties. S~les projections are for anticipated
residential sales in the above-mentioned counties for 1989. The number of umts constructed m 1988 mcludes un1ts completed for sale during 1988
and is broken out by number and percent of each type of unit: single-family homes, apartments and .condo~iniums (including units in planned unit
developments). Inventory includes any units completed for sale that were unsold by the end of the accountmg penod .

:
.

April17, 1989

New Riverside
outpatient surgery
center to open
David R. Barton, M.D., and
Charles L. Brodhead, M.D., specialists in general, thoracic and
vascular surgery, have purechased a building at 4275 Lemon
Street, to open an out-patient
surgery center within the next few
months. Outpatient surgery is an
increasingly popular cost-effective
medical procedure. Coldwell
Banker handled the purchase
transaction of the building valued
at approximately $2 million. Dr.
Barton is former Chief of Staff at
Riverside Community Hospital
and currently serves on the hospital's Board of Directors.

Banking/Finance
Larry Sharp, president/CEO of
San Bernardino County Central
Credit Union, has been named
president of the San Bernardino
Area Chamber of Commerce. In
addition, he also serves on the
Board of Directors for Payment
Systems, the California Department of Corporations Advisory
Committee, the San Bernardino
County Employees Retirement
Board and the Norton Air Force
Base Economic Development
Committee.
Mary Carlson will serve as Barstow branch manager of the
newly-renamed Community
Credit Union (formerly San Bernardino County Central Credit
Union). Carlson has been with the
credit union since 1986. She is a
business graduate of Barstow
Community College.

Credit Union Relocates
Branch Office
BARSTOW-- The San Bernardino County Central Credit Union
has moved its Barstow office to 170
N. Yucca, and changed its name
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to Community Credit Union to
reflect its broad service capability
to Barstow residents and company
employees. The office is still maintained as a part of the San Bernardino County Central Credit
Union Financial System.
The new two-story financial
complex houses both the Community Credit Union and Marine
Corps West Federal Credit Union
branch offices. Leasing space is
currently available on the second
floor.

Kasler Corp. Announces
First-Quarter Results
SAN BERNARDINO
Kasler Corp. (NASDAQ: KASL)
recently announced operating
results for the first quarter ended
January 31.
Net income for the first quarter
was $578,000, or 11 cents per share,
as compared with $577,000, or 11
cents per share, for the like period
a year ago. Revenues for the
quarter were $24,584,000 compared
with $25,868,00 in fiscal1988. Backlog at January 31, stood at $239
million, setting a new record for
the company.
In reviewing operations, E.
Robert Ferguson, president and
chief executive officer, said net
income for the quarter was
impacted by flood damage on a
canal construction project in
Arizona.
Additionally, the company experienced I a 5 percent decrease in
1989 first quarter revenues compared to a year ago due to completion of projects during the
period coupled with entering the
start-up phase of several new
projects.
During the first quarter, Kasler
was successful in obtaining two
contracts from the State of California Department of Transportation on the Harbor Freeway in Los
Angeles totaling $44,578,000.

Economic Indicators ...
Continued from page 3
implications of company financial
statements. Set up a system that
will give you enough financial dat_a
to make effective business decisions. Even in good times, lack of
planning is a major cause of bu~
iness failure; in today's economic
environment management must
learn as much as possibl~ abo.ut
using and understanding financial
accounting.
B. BE CAUTIOUS WHEN BORROWING MONEY FOR CAlFTAL EXPENDITURES. Be ca~eful
not to abuse your line of credit. by
over-obligating yourself for capital
expenditures. It may make _sense
to postpone major expenditures
'l the economy has improvedun t I
f
. t
or to make purchases be or~ In. erest rates rise. The main pmnt I~ to
carefully protect strong banking

relationships by demonstrating
sound business judgment and the
ability to repay. Someday, yo~
may require an important business loan, and the caution you
exercise now may pay substantial
dividends in the future. Says
Batista "We're aggresively paying
' debt now, because I' m
down our
not looking to get into a position
where I have to borrow in the
future.''
Although certain economic factors are beyond our control, by
avoiding the mistakes discussed in
this article you will spare yourself
needless anxiety. Effective management can soften. the impact of
a recessionary environment ~nd
increase your chances for survival
and success.

Fleetwood Declares
Regular Dividend
RIVERSIDE
--The directors of Fleetwood Enterprises, Inc.
have declared the company's·regular quarterly cash dividend of 16
cents per share of common stock,
payable May 10, 1989, to shareholders of record April 7.

VTI To Accquire United
Surgical Corp.
SAN DIMAS
-- Vision
Technologies International, Inc.
(NASDAQ: IOLS) ("VTI")
announced that it has signed a
letter of intent to acquire United
Surgical Corp., a privately held
Irvine distributor of phacoemulsification systems used in caratact
surgery.
The closing of the transaction is
contingent upon several conditions, including the parties entering into a definitive, long-form
agreement and the performance of
a favorable due diligence investigation of United Surgical Corp.
James W. Snyder, president and
chief executive officer of VTI
stated that, "This business combination fits very nicely into VTI's
growth plans. United Surgical
Corp. represents a significant
position in the growing small
incision and phaco markets.''
Opthalmology is the leading category of outpatient surgical procedures, accounting for 25 percent of
the surgeries.

Riverside Complex
Acquired by
Koll Co., CIGNA
A joint venture between The
Koll Co., and CIGNA Investments
has resulted in the $20.3 million acquisition of the Marlborough Square Business Park in
Riverside.
The 18-acre property, including
light industrial, multi-tenant
office and retail space in 17 separate buildings, is located near the
intersection of Chicago Avenue
and Spruce Street. The transaction was handled by Coldwell
Banker Real Estate Services.

Colton firm
monitors home sales
TRW Real Estate Market Information, a Colton based company,
keeps track of property transactions in California and several
other states. TRW Real Estate
Market Information also sells
statistical reports and lists of new
homeowners. Sometimes their
findings are quite startling. In
February of this year, for example,
8% of all California home buyers
paid straight cash with no financing. "Some people just don't have
to worry about interest rates or
qualifying for a mortgage," commented Robert Walker, a TRW
Real Estate Market Information
analyst.

STOP LEAKS & CORROSION

SEAL COAT

IS THE IDEAL LINING FOR:
Fuel Oil Tanks • Concrete Pipes • Water Storage Tanks
Ship Bottoms • Pumping Stations • Exterior Pipeline Coatings • Cement Plants
Foam Insulation Coatings • Gates, Valves and Pumps • Acid Tanks
Garbage Trucks and Dumpsters • Dry Docks, Barges • Processing Plants
Dairies and Feed Yards • Railroad Cars and Trucks
Toxic &Hazardous Waste Dumps

A VERSATILE URETHANE COATING WITH
TRUE 100°/o SOLIDS PERFORMANCE
Seal Coat provides:
- 0% VOC. no solvents whatsoever
- Cold Spray applied at virtually any thickness in one coat
- Abrasion resistance and low surface friction in one cost
- Elastomeric flexibility and elongation
-Excellent adhesion to steel, wood, aluminum, fiberglass and concrete
- Unsurpassed resistance to acids, alkalies, fresh & saltwater and
crude oils
-Lowest material prices and 100% solids urethanes
- The fastest application rate in the industry
-Immersion services within hours of application
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EDITORIAL

Global Economy
In today 's world, economic
~ranscen.d~ geographical, linguistic
nd P?hbcal borders to create
;;~at I~, often referred to as a
g obal economy. History, however, must ~emind the politicians
and the pohcy makers that "glo~al" economy is an old chapter to
. e.re-read. and then read again. It
Is Instructive, as Michael McFadden wrote in "Forbes" to remember that the infamous SmootHawley Act, which effectively
closed U.~. markets to imports,
h.elped bnng on the Great DepresSion. As the world econmoy
slumped, and. America's trading
partners retaliated, U.S. exports
shrank from 6% of G.N.P. in 1930
to .4.~% in 1933. ~n estimated one
~ulhon workers In export-related
Industries lost their jobs. The price
of severe protection today could be
a world recession and possibly
another d:pression. Either c~uld
~ostmore Jobs than the prot~ctwnIsts could ever dream of saving.
Lester J?a~is, an international
trade specialist at the Commerce
De?~rtment, states that for every
1 billion of exports, there are 25,800
American jobs generated. He esti~ates 5.5 mill.ion Americans hold
JObs that are linked to exports.
Robert Reneau stated in the
Foreign Trader, a publication of
the Foreign Trade Association of
Southern California, before the
60's, rarely was a manufactured
product imported into the U.S. in
quantities sufficient to cause concern to a domestic industry. Our
trade policy was based on an
export market hungry for U.S.
technologies and products.

Twenty years later we are just
beginning to realize' that we must
now compete with the rest of the
world ... we must learn to compete
and we must learn fast.
With all the news about the U.S.
trade deficit we often overlook the
fact that the'u.s. is still the world's
largest exporter of manufactured
goods followed by West Germany
and then Japan.
'
Robert G. Lees, President of
Pacific Intertrade Corp.,
expressed his opinion in a published guest editorial, "As an
exporter and a dedicated internationalist, I feel good about all this.
Our pressure to level the playing
field is working.
Hopefully, in the future, trade
barriers around the world will all
come down and the most innovative and productive manufacturers and service companies will win
out. When that day comes, I'm
confident that American companies will hold their own. It is clear
however, that we cannot compet~
with one arm tied behind our back.
We must keep the pressure on otir
trading partners to continue to
open their markets to our products
and services. Our often-quoted
economists can help out considerably by directing some of their
criticism of protectionism to blatantly closed markets abroad. Taiwan's Vice Minister of Economic
Affairs was quoted as saying
recently, "We have become more
flexible because of the American
threat.' Let's keep the pressure on
-it's working."
The House of Representatives
has approved a bill introduced by

Let's Get Positive!
It's all over the media today-- problems, problems and more problems
associated with the Inland Empire's spectacular growth. Words like
"gridlock" have become cliches. Traffic's terrible, smog's terrible. How
are we going to build the roads, sewer lines, and other interstructures
to support the population explosion in Riverside and San Bernardino
Counties? You pick up a magazine or newspaper and read negativity.
You turn on your radio or television and hear negativity. You sit at a
business lunch in a restaurant, and if you own table isn't discussing the
negative side of Inland Empire development, the next table surely is.
We've had enough of all this negativity. There are problems, yes, but
they are far from unsolvable. Indeed, when examined, realistically, there's
a lot more positive than negative already built into these issues.
Let's look at the allegedly worst problem first -- traffic! The bumperto-bumper cars on the 91 Freeway each morning and each evening are
a function of one and only one reality, which is soon to change. People
have moved to the Inland Empire where housing is cheaper, but the
jobs are still concentrated in Orange County. Now the reverse is starting
to happen. Housing starts peaked in Riverside and San Bernardino
Counties in 1987 and have fallen off since then. At the same time, more
and more companies are moving into the Inland Empire bringing with
them more and rnore job opportunities. In other words, there has been
a temporary imbalance which the regional market is self-correcting.
Within a few years, most Inland Empire residents will work close to home.
Other positives abound. The newer industries moving in.to ~he area
are, by and large, not of the polluting typ:. Commu.te~ rail hnes and
other public transportation will probably ~e In place within three to four
years. There is plenty of open space to b~uld the sew:~s, roads and ot~er
interstructures to integrate Inland Empire communities, and the regwn
has an expanding economic base to support sue?, improvem:nts ..
Let's get positive. We don't have "problems, we have situations, and
opportunities that we can deal with in a timely and thoughtful manner.
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Congressman Richard Gephardt
that penalizes any country with
"unfair" practices that runs a
trade surplus with the United
States and the Senate Finance
Committee has approved a similar
bill.
There are two sides to every
issue, and this is vividly obvious
when the trade deficit is discussed.
Robert Z. Lawrence and Robert
Litan state in the Harvard Business Review, "Japan's share of our
total imports has hardly risen in
the last six years.''
There always have been those
special-interest groups in favor of
protectionism. There have always
been words, bills and laws both
enacting and opposing protection-

ism. HISTORY has shown
the effects of protectionism
legislation.
There is only one answer to
reducing the trade deficit. The
U.S. must sell more goods and
services to our trade partners. We
must learn how to sell and be
competitive, and we must learn
NOW and we must learn FAST.
Small and medium sized U.S.
companies must become educated
in foreign trade. Foreign trade is
not only for the BIG U.S. companies. The small and medium sized
company must learn how to sell
their technology and products ...
YES, overseas. Remember the old
cliche, nothing happens until you
make a sale? Well!

CoMMENTARY

''ECM 1992'' The Challenge
By Robert Kemp
Thirty years ago it was an impossible dream. Twenty years ago the
very first steps had begun. Ten
years ago the European Common
Market (ECM) was enough of a
reality that the world economy
was busy adjusting to it. Within the
last decade, the ECM has renamed
itself ·"ECM 1992,'' and that is a
date which may well constitute a
monumental turning point in both
European history and the conduct
of world trade.
What does "ECM 1992" have to
do with the Inland Empire? The
answer is difficult to predict in its
specifics, but certain in its magnitude. By "December 31, 1992,"
twelve individual nations will be
fully functioning on an economic
level as if they were one nation,
a nation of 322 million people with
a GNP of over $4.2 trillion. Right
now the United States has 241
million people and a GNP of over
$4.4 trillion. The Inland Empire is
the fastest growing area in the
country right now, and will probably retain the distinction for the
next decade. Inland Empire companies already do much of their
business in the world market, and
the European Common Market's
full integration by the end of 1992
would mean major adjustments
since, in effect, a new trading
nation of roughly our own American proportions would be in full
operation.
Precisely what shape "ECM
1992" will take is still an open
question. There are influential
leaders within Europe who want
the changes to be minimal. There
are equally influential leaders
who want, by the end of 1992, to
have formed a truly United States
of Europe, with uniform currency,
taxation laws and a host of political
changes which would seriously
limit the sovereignty of the
member nations, much as each
American state is constrained both
economically and politic ally by the
federal government. The final

outcome will, of course, probably
fall somewhere between the two
extreme views.
Dr. Neva Makgetla, Assistant
Professor of Economics at the
University of Redlands, and an
expert on international trade, told
the Inland Empire Business Journal,'' I don't think anything near
all the proposed changes will be in
effect by 1992. Many of them will
eventually be approved, but it will
be at a much slower pace than
most people seem to think.''
Still, nothing beats planning
ahead, and however rapidly a fully
integrated European Economic
Community develops, there is at
least one very hopeful prospect for
the thousands of small to mediumsized enterprises doing or desiring
to do trade with Europe. Whenever "ECM 1992" is in place, it
will be much easier and cheaper
to conduct business with one entity (with all its regulations, tariffs,
etc.) than with all twelve separate
countries.
More generally, perhaps a good
place to start planning, is to go back
to basics. Adam Smith wrote in his
Wealth of Nations, published in
1776, that ''It is the maxim of every
prudent master of a family never
to attempt to make at home what
it will cost him more to make than
to buy ... What is prudence in the
conduct of every private family,
can scarce be folly in that of a great
kingdom. If a foreign country can
supply us with a commodity
cheaper than we ourselves can
make it, better buy it with some
part of the produce of our industry
employed in a way in which we
have some advantage."
Smith's maxim has come, over
the years, to be known as The Law
of Comparative Advantage. Do, in
other words, what you can do best,
and you will profit.
As the Inland Empire faces the
challenge of "ECM 1992," this
would not be a bad way to start
planning right now.
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After 21 Years of Marriage, Ontario to File for Divorce from L.A.
Department of Airports
. ·.. .
By Howard J. Snider, Mayor
City of Onatario
Many questions have arisen about who
exactly controls Ontario International Airport.
Permit me to explain.
I was mayor back in 1967 when the City
Council voted to enter into a Joint Powers
Agreement with the city of Los Angeles
Department of Airports (DOA).
The agreement took control of Ontario
International Airport (ONT) out of the hands
of the city of Ontario and into the lap of our
neighbor to the west.
It was a good marriage at the time, with both
partners benefitting by the union.
The "co-hyphenated" status ONT was
gran ted following the merger by the federal
Civil Aeronautics Board was paramount to the
airport's survival. It allowed ONT to gain
immediate access to all airline routes servicing
Los Angeles International Airport (LAX).
Without "co-hyphenated" status, it would have
taken ONT many years to obtain the airline
routes it offers today.
LAX enjoyed the "co-hyphenated" standing
because it could use ONT as a fog-alternate
airport.
Like many marriages that begin with high
hopes but gradually decline, Ontario's union
with Los Angeles has not worked, thanks to
two contributing factors.
Airline deregulation mandated by President
Ronald Reagan in the early 1980's has lessened
the need for "co-hyphenated'' mergers of two
airports.
More important, though, is the DOA's failure
to pump the needed capital improvements into
the Ontario airport that were set out in the
Joint Powers Agreement.
Under the terms of the agreement signed in
1967, the DOA agreed to fund some $20 million
in capital improvements at ONT within 10
years.
In addition, Los Angeles has continually
promised us a new terminal. In fact, ONT's
latest promotional brochures call for terminal
completion in 1992, but a recent newspaper

Snider says, "I believe it is in the best interest of my community that we file for divorce from the Department
of Airports. It's time our local airport, whose runways lie smack center in our city, is managed and controlled
by Ontario." (Photo by Daily Report)

article quoted the ONT publicist as saying it
will be five years minimum before any "relief"
could possibly be felt.
Currently, ONT handles nearly five million
passengers annually in a terminal that is
equipped to service two-and-a-half million.
Passengers aren't accommodated, their cars
don't fit in the parking lots, motorists wait
forever in airport rush-hour traffic. For a city
charged with providing emergency ambulance
and fire services to the airport, we cannot
continue to tolerate the traffic gridlock. It's a
threat to the health and well being of city
travelers.
I believe it is in the best interest of my
community that we file for divorce from the
Department of Airports. It's time our local
airport, whose runways lie smack center in our
city, is managed and con trolled by Ontario.
It's been 21 years since the merger with Los
Angeles, and I've discovered that the DOA has
done very little to improve the terminal.

Special to the Inland Empire Business Journal

The Disarray in America's
Export Promotion Effort
By Thomas M. Rosenthal, Editor of Global Trade
America's export promotion effort is
seriously underbudgeted and in disarray . A
lack of effective leadership in the U.S. Department of Commerce has left America without
a well-coordinated and properly financed trade
promotion strategy.
Despite patriotic statements o~er the last few
years by top officials calling for 1ncreased ~·~·
ports to reduce America's trade deficit,
:,Xhich now stands at $137 billion, Washingt?n
has literally failed to put its money where.Its
mouth is to fund the programs that provide
U.S. firms with the tools to. increase ex~orts.
As a result, American firms are losing out
on the opportunities presented by a l?wer U.S.
dollar and the demand for high-qu~hty American products in major markets npe for U.S.
exports.
A further result is that U.S. companies
operate at a disadvantage against foreign

competitors supported in key trading arenas
by their governments' better-financed and
better-run export promotion.
These are the conclusions drawn from
interviews with government officials and a
Congressional report by the staff of the House
Foreign Affairs Subcommittee on International Operations, chaired by Congressman
Daniel A. Mica, Democrat of Florida.
A Commerce Department spokeswoman
said the department was still evaluating the
Mica report and that there ,would b.e .n,o
immediate comment. "We don t know 1f 1t s
a known problem that needs to be addressed,.,
she said of the issues raised.
But it appears that newly appointed Commerce Secretary Robert A. Mosbacher is aware
of the problems hampering U.S. export promotion efforts.
Continued on page 26

Except for expanding the ticket counter,
baggage claim area and some miniscule
remodeling, they haven't come close to accommodating the growth at our airport. They not
only haven't accommodated for it, the DOA
hasn't encouraged it, either. The growth
occurred in spite of them.
The airport is THE principle catalyst that has
built our Inland Empire to what it is today.
ONT is crucial to our economic development,
not only in Ontario but surrounding communities as well.
When I returned to the 1nayoral seat in 1986
after a 12-year hiatus and discovered that DOA
was doling out these pie-in-the-sky promises,
I had to do something. Especially given the fact
that the department acquiesced to our neighbor city of Chino, which requested a new
environmental impact report be completed
before any expansion plans got off the drawing
boards. That put the schedule back anywhere
from 12 to 24 months, depending on whom you
talk to at the DOA.
I went to the DOA board and I met with
Los Angeles Mayor Tom Bradley to try and
get the facts. Bolstered by Ontario's business
community, I appealed to the Department of
Airports board to form a bilateral commission
to study the feasibility of Ontario re-acquiring
ONT.
I was flatly turned down, told by DOA that
a committee would only allow Ontario's
window of opportunity to open that much wide.
No one has doubted my fierce determination
on issues I believe are important to our
community. I am going to get the information
I need, with or without a committee.
A reputable bond counsel says the city of
Ontario is capable of floating $200 million worth
of bonds to build the terminal if Ontario owned
the airport. And there's question whether
Ontario has the right to sue Los Angeles for
failing to abide by sections of the Joint Powers
Agreement.
The community is tired of looking at white,
glistening miniature models of our proposed
new terminal. We're tired of virtually having
no control over our own destiny. It is in the
best interests of both cities to part ways with
an amicable divorce.
Th~ time is now.
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TAKE YOUR
COMPANY
FOR A RIDE

Office Space Ontario Airport Area
1-

Terms

Size

Parking Year Built

Jerry Cramer
Jerry Cramer
(714)829·4630

2 stones
31.000 Sq Ft
2 bu1ldmgs

$1 07 Gross
4 0 1,000 Sq Ft
1983

Arrow Center
8880 Benson Avenue
Montclair 91763

Andy Let1 Jack Ghazanan
Daum Johnstown Amencan
(71 4)980-1234

1 story
29 166 Sq Ft
29 166 per fl

$0 75-1 10 Gro5;"
3.0 1.000 Sq Ft
1984

Centre Lake Plaza
3401 Centerlake (See ad page 23)
Ontano 91764

Mark McAdams/Bruce McAfee
Cushman & Wakef1eld
(714) 980-7788

6 stones
115.000 Sq Ft
19 000 per fl

$1.60-1 90 Gross
4.0/1,000 Sq Ft
1989

Kline Center II (See ad page 4
2143 ED Street
Ontario 91764

D Tillman/J Spmdler/B Moody
Grubb & Ell1s
(714) 983-4565

2 stones
45 866 Sq Ft
22,933 per II

$1 45 Gross
4.011.000 Sq Ft
1986

Klme Center Phase I
2151 ED Street
Ontano 91764

Dale Tillman
Grubb & Ell1s
(714) 983-4565

2 stories
67 446 Sq Ft
33,723 per fl

$1 40 Gross
4 011,000 Sq Ft
1984

Transp ark
2890-2990 G Street
Ontano 91764

R1chard Lee
Coldwell Banker
(71 4)986-2525

1 story
148.690 Sq Ft
7 buildmgs

$1 40 Gross
4 0 1.000 Sq Ft
1984

Palmbrook Center
3602 E G Street
Ontano 91764

R B Allen
(71 4)944-6377

2 stones
76,000 Sq Ft
3 0u1ldmgs

$1 55 Gross
4 0 1 000 Sq Ft
1987

Haven Po1nte
701 N Haven Avenue
Ontano 91764

McAdams McAfee Bruce
Cushman & Wakef1eld
(714 )980 7788

3 stones
55 000 Sq Ft
1 bu1ld1ng

S 1 60 Gross

Koll Haven Busmess Center
3350. 3380 Shelby Street
Ontano 91764

John Strack1s R1chard Lee
Coldwell Banker
(71 4)788-3717

2 stones
87 972 Sq Ft
2 buildmgs

$1 60 Gross
4 1 1 000 Sq Ft
1988

Ontano A1rport Center
337 N Vmeyard Avenue
Ontano 91764

Kathnne Gertz
HO Ontano
(714)391-1570

4 stones
60 531 Sq Ft
15 133 per II

$1 40 Gross
4 0 1 000 Sq Ft
1982

Ontario Corporate Center
430 N Vmeyard Avenue
Ontar1o 91764

Dale Tillman (See ad page 21)
Grubb & Ellis
(714) 983-4565

5 stones
95 197 Sq Ft
20.000 perf

9518 9th Street
Rancho Cucamonga

Grubb & Ell1s
(714)983-4565

2 stones
51 000 Sq Ft
25.500 per fl

Rancho Technology Center
8632 ; 8678 Archibald Avenue
Rancho Cucamonga 91730

Dale Tillman
Grubb & Ell1s
(71 4)983-4565

2 stones
33 074 Sq Ft
2 bu1ldmgs

W1llows Development
(71 4)980-2575

1 story
21.675 Sq Ft
3 bu1ldmgs

r

THE INLAND EMPIRE'S
ULTIMATE
ADVERTISING VEHICLE!

Building

Cra mer Center
16655.16689 Foothill Boulevard
Fontana 92335

/

I

Leasing

Building Name
& Address

--~

-------------

-------------------------Dale Tillman
Rancho Technology Center
1----

--------'~--

- -Bruce
- Zw1ssler

-

-

4 0 1 000 Sq Ft
1987

-

$1 75 Gross
4 0/1 000 Sq Ft
1988
$1.30 Gross
4 0 1 000 Sq Ft
1986
$ 1 30 Gross
-~
4 0 1 000 Sq Ft
1986

----

-

$0 85-1 00 Gross
5 0 1,000 Sq Ft
1917

- Lea di ng Business Circulation in the Inland Empire

Willows Professional Center
8968 Arch1bald Avenue
Rancho Cucamonga 91 730

- Exclusively Reaching Top Professional Management

Arch1center I
9375 Archibald Avenue
Rancho Cucamonga 91730

Bill Wren
Grubb & Ell1s
(714)983-4565

2 stones
23.000 Sq Ft
3 bu1ldmgs

$0 68 Gross

Rancho Cucamonga Bus Park
NWC Arrow H1ghway and Haven
Rancho Cucamonga 91730

Linda Kleinecke
A.H Reiter
(714) 980-3188

1 story
162,500Sq Ft
14 bu1ldmgs

$0.85 Gross
2.1/1,000 Sq Ft
1981

Baseline Busmess Center
9330 Baseline Road
Rancho Cucamonga 91730

Lmda Klemecke
A H Re1ter
(71 4)980-3188

1 story
20.000 Sq Ft
2 bu1ldmgs

$1 00 Gross
4 0 1 000 Sq Ft
1980

Forecast Professional Center
9333 Baseline Road
Rancho Cucamonga 91730

R1chard Lee
Coldwell Banker
(714)986-2525

2 stones
20.000 Sq F•
10 000 per f

$0 95 Gross

Fred Straeter Ann Cass1tv
Crowelllndustnes
( 71 4) 98 1 - 104 1

The Exchange
7365 Carnelian Avenue
Rancho Cucamonga 91 730
C1v1c Center Off1ce Complex IIIII I Courtney Mark J1m Brash1er
NWC C1v1c Center Dnve and Ut1ca AlP Commerc1al Brokerage
(714)944-5000
Rancho Cucamonga 91730

2 stones
65.343 Sq Ft
32,671 per fl

$1 10 Gross
4 0 1,000 Sq Ft
1980

2 stones
57 050 Sq Ft
3 build1ngs

$1 40- 1 55 Gross
4 0 1 000 Sq Ft
1985

Havengate Fmanc1al Center
10350-70-90 Commerce Ctr Dr
RanchoCucamonga 91730

W1t1ers. Umphress Plowman
Lee & Assoc1ates
(714)989-7771

2 stones
84.431 Sq Ft
47.125perfl

$1 40-1 60 Gross
4 7 1 000 Sq Ft
1986

C1v1c Center Plaza I and II
10565. 1060 1 Commerce Ctr Cr
Rancho Cucamonga 91 730

M O'Bnen P Woodford R Lee
Coldwell Banker
(714) 788-3 777

2 stones
64 ,160 Sq Ft
2 bu1ldmgs

ADVERTISING DEADLINE MAY 8, 1989

Call

(714) 556-4917

We need you.

·
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---

--

1979

1983

-~

WE'RE FIGHTING FOR
YOUR LIFE

American Heart
Association

Partial Settlement Reached in Kaiser
Lawsuits Against Former Owners
RANCHO CUCAMONGA - Kaiser Resources Inc., the reorgnaized successor to Kaiser Steel
Corp., has reached a partial settleme!lt totaling more than $12.9
million with certain defendants in
two of its lawsuits against former
owners, directors, officers and
advisors of Kaiser Steel Corp.
The lawsuit challenges the legality of certain transactions and
property transfers undertaken
during the period 1984 through
1986, following the leveraged
buyout of Kaiser Steel Corp., and
seeks recovery of the monies or
properties involved and damages
totaling more than $94 million.
The company contends that the
1984 leveraged buyout and subsequent transactions at issue in these
cases were major factors leading
to Kaiser Steel Corp., bankruptcy
filing in February 1987.
Under the terms of the courtapproved partial settlement, insurance carri e r s repr e senting a
group of former outside directors
and officers have agreed to pay
$12.3 million.

In addition, the company has
reached settlements for $400,000
with Clifford V. Brokaw III , a
former advisory director and
investor in an entity that controlled Kaiser Steel, for $200,00
with Dean Witter Reynolds Inc., a
former financial advisor, and for
an undisclosed sum with Donaldson, Lufkin & Jenrette Securities
Corp., also a former financial
advisor.
Under the reorganized company's business plan, it has leased
the site of its inactive Eagle
Mountain ore mine in Riverside
County to Mine Reclamation
Corp., which plans to develop a
regional facility for the management and disposal of nonhazardous municipal solid waste at
the mine.
In addition, in a partnership
with The Lusk Company, Kaiser
will develop the approximate 900acre site of Kaiser Steel's former
steel-making plant near Fontana
in San Bernardino County as an
industrial park.

f-

-

-

$ 1 10 Gross
4 0 1.000 Sq Ft
--

-

V1rg1ma Dare Wmery Bus Ctr
R1ck Bush
2 stones
$1 35-1 60 Net
10470 Foothi11 Boulevard
TowerPartners
35.500Sq Ft
4 0 1,000Sq Ft
Rancho Cucamonga 91730
(71 4)989-6556
_ _ 1 b~ildmg
_ _1_98_5_
_
Barton Plaza I
J1m Brash1er Courtney Mark
4 stone s
$ 1 65-1 75 Gross
10535 Foo thill Boulevard
AlP Com merc1al Brokerage
77.051 Sq Ft
4 0 1.000 Sq Ft
(71 4)944-5000
16.000 per II
1984
Rancho Cucamonga 91 730
Barton Plaza II
J1m Brash1er Cou rtney Mark- - -4 stone s - - - - - $-1 65 -1 .75-Gro~
10681 Foothill Boulevard
AlP Commerc1al Brokerage
76.8 23 Sq Ft
4 0 1.000 Sq Ft
._R
_a_n_c_h_
o _C_u_c a_m
_o
_ n__,g::_a_9_1_7_3_
0 _______:(..:..7_
14
...:.).:..
9_4 4_- 5000
17. 105 per fl ____1_9_8_6 ________
4
Barton Plaza
4 stones
SEC Foothill Blvd. and Haven Ave N A
1984
Rancho Cucamonga
Gary
Umphress
$1 55-1 60 Gross
Haven Court
2 ston es
9121 Haven Avenue
Lee & ASSOCiates
4 0 1.000 Sq Ft
32.772 Sq Ft
Rancho Cucamonga 91 730
(714)989-7771
16.761 perf!.
1986
Haven Plaza
Courtney Mark
$1
00-1 10 Gross
2 stones
9130; 9190 Haven Avenue
AlP Commerc1al Brokerage
4.0 1.000 Sq Ft
36,480 Sq Ft
(714)944 -5000
Rancho Cucamonga
2 bu1ldmgs
1985
Independence Corp. Ctr. Ph . II
Charles Mclaughlin
$1.55-1 70 Gross
2 stones
9227 Haven Avenue
Ancal Property
4.0 / 1,000 Sq. Ft.
47.489 Sq Ft
(714)944-0600
Rancho Cucamonga 91730
23.744 per fl
1988
Independence Corp. Ctr. Ph. I
Charles Mclaughlin
$1.45-1.55
Gross
2 stones
9267 Haven Avenue
Ancal Propert1es
4.0/ 1,000 Sq Ft
33.217 Sq Ft.
Rancho Cucamonga 91730
(714)944-0600
16.600 per fl
1988
Haven Commercenter
Lmda Kle1necke
$1 15 Gross
1 story
NEC Haven Aven•Je and 7th Street A H . Re1ter
2 5 1 .000 Sq Ft
78,360 Sq. Ft
Rancho Cucamonga
(714)980-3188
1986
2 bu1ldmgs
Laurel Aspen Exec. Off. Pk Ph I
Dan R1chards Virgm1a La Roc
1 story
SEC Laurel Avenue and Red Oak Stephen Dan1els
4.0. 1.000 Sq. Ft.
58.946 Sq. Ft
Rancho Cucamonga 91730
(714)980-6868
3 bu1ldmgs
1988
Rancho PacifiC Business Park
D1ane M. Iverson
$0.80-0.85 Gross
1 story
9229-9269 Ut1ca Avenue
The Koll Company
3.0 / 1,000 Sq. Ft.
21,000 Sq. Ft
Rancho Cucamonga 91730
(714)944 -1380
20.000 per fl
1987
Upland Professional Centre
M1ke Grunke
3 stones
$2.75 Gross
Premco Serv1ces
123 9th Street
24 .000 Sq Ft.
Upland 91 786
(714)985-9764
8 ,000 per fl
1986
Mountain V1ew Profess1onal Plaza Debbie Eads
1 story
$1 00-1 10 Net
914-1024 W Foothill Boulevard
Forecast Commerc1al Brokerage
78.159 Sq Ft.
4 0 / 1,000 Sq. Ft
Upland 91785
(714)949-9589
9 bu1ldmgs
1985 --Woodbndge Bldg./Mtn. Gr Off. Pk B1ll Dmeen
2 stones
$1 . 10-1 05 Gross
222 Mountain Avenue
CWC Investment and Management 33.000 Sq Ft.
4.0. 1,000Sq Ft
Upland 91785
(714)982-4925
1,500 per fl
1982
Gary Umphress ' Chuck W1tters
2 stones
$1 60-1 65 Gross
Stewart Plaza Phase I
Lee & Assoc1ates
100.000 Sq Ft
50 1.000 Sq Ft
400-450 Mounta1n Avenue
(714)989-7771
Upland 91785
3_buildmgs
1986
Kathy
Arce
Mountam Arrow Off1ce Park
2 stones
$1 00 Gross
Lewis Homes
545 N Mountam Avenue
22,000 Sq Ft
3 0 1 .000 Sq. Ft
(714)946-7504
11 ,000 per fl
1982
Upland 91785

------------

Ann Cass1ty/ Fred Straeter
2 stones
600 N Mountain Avenue
Crowelllndustnes
49,000 Sq Ft
._u.:..
p_
la_nd
_ 91
_ 7_8_5_ _ _ _ _ _ _..:..
(7_1_4-')9_8_1_-1_0_4_1_ _ _ _ _ _ _ 4 bu1ldmgs
Mountam Grove
818-876 Mountam Avenue
Upland 91785

Joe Fertei / John Wart
AlP Commerc1al Brokerage
(714)944-5000

2 stones
141 ,000 Sq Ft.
4 bu1ldmgs

$1 10 Gross
4 o 1.000 Sq. Ft
1975

$1.20 Gross
3 0 1 ,000 Sq. Ft
1982
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Reducing Workers'
Compensation Costs
Are ~'ou worried that workers'
compensation costs are on the rise?
Hers's some good news: A new
stud) b~ Chilton Co. reports that
a new monitoring system can have
workers on the job much faster.
The system, run by Health Care
Excellence (HCX) in Washington,
D.C., monitors an injured
worker's symptoms, diagnosis,
prescribed treatment, and
response. Developed bv Dr. Henrv
Feffer, the computerized svste~
compares the patient's pr;gress
with the latest standards formedical treatment and recover) established by the medical community.
"In two cases. we picked up
problems missed by the treating
physicians which kept the patients
out of w0rk longer than prescribed,'· Feffer said. "This lent
validity to our role as unbiased
consultants."
In most such cases. the HCX
physician finds an incorrect diagnosis or treatment, or determines
that a patient 1s not following the
prescribed treatment Most
patients are monitored for six
months.
HCX's clients include the U.S.
Postal Service, Leaseway, St.
Johnsbury Trucking Co., and
Potomac Electric Power Co.
(PEPCO). Bill Milashewski, St.
Johnsbury's director of insurance,
says that compensation costs per
10,000 working hours fell from $759
in 1985 to $593 under the program.
HCX has also produced significant savings for Potomac Electric
Power Co. "We had no idea we
were saving anybody money until
the chief financial officer of
PEPCO told us that we had saved
the utility a million dollars," said
Jack Dugan, a spokesman for
HCX.
Employees of transportation
firms are at greater risk for work
place injuries. According to the
National Safety Council, a lmost 20
percent of trucking com p a n y
employees were injured in 1987,
and the average worke r spen t
more than 22 wo rk i n g d ays
recuperating.
Less tha n 2 p erce nt of all
workers are injured on the job
annu ally, and the ave rage injury
cau ses the e mployee to miss more
th an seve n days of work.

CLASSIFIED

ONTARIO - Willard "Skip"
Morris (second from left),
president of The Ontario Center,
recently presented an $800
donation to the Ontario Museum
of History & Art through Friends
of the Museum , including (left to
right) Earl Schoneman, president
of Friends of the Museum; Ontario
Mayor Pro Tern Faye Myers
Dastrup, who led the effort to
establish the Museum ; and Adrian
Chalfant, president of the
Museum 's Board of Trustees. The
Ontario Center, developer of a
master-planned business park on
th e site of the form er Ontario
Motor Speedway, is a corporate
supporter of the Museum.

Getting mail out
is a lot like
raising teenagers.
You worry,
you fret, you
wonder if they' II
be home on tirne.
Just like your
direct mail ...
you need it to
be on time.

Put Your Advertising Message
in the Hands of the Prospects You Want
When You Want to Reach Them.
From Printing to Post Office
We Can Get the Job Done for You.
• Mailing Labels Only
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AffiX Label
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Seal
Sort
Bund le
T1e/ Tag
Post Office Del1very
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Employment Opportunities

F reelance r e porte r n eeded to
cover bu sin ess n e ws 1n
Moren o Valley. S end r esume
to The Public Record, P .O .
Drawer J , P alm Desert, CA
92261.
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• Lists
Provided By You
• Computer Maintained
• Confid ential
• Add itions,
Corrections,
Deletion
• Full Computer
Print-Out
• All Mailing Services

Synergistic Mailing Services
2060 Chicago Ave., Suite C·S
Riverside, CA 92507

(714)

683·0204
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Some people prefer to drop off their
Express Mail rr packages at the Post
Office.
Others find it convenient to deposit
pre-paid letters and packages in an
Express Mail box. (A stroll will reveal
our ingeniously convenient downtown
box placement.}
Then there are those who simpl'(
hand it to a walking Express Mai

office, their friendly letter carrier.
Still others call us to arrange pick-up.
Best of all, we also ease the burden
of bottom line watchers: by delivering
up to 8 ounces overnight throughout
the U.S. for a modest $8.75. Even on
Saturdays. No extra charge.
We said Express Mail service was
easy, didn't we. Overnight any other
way is, well, hardly worth it.

WE DELIVER. ~EXPRESS MAIL®

10 1989 USPS
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The Fully Instrumented Company
Simplicity is the
ultimate sophistication
·
Eight years ago I bought a Model
A Ford. It is a marvel in simplicity.
She'll ~o 50 miles per hour all day
long Without complaint.
Of course, I do have to watch the
radiator cap for steam. I also have
to listen for valves that start
clattering or the banging of piston
slap foretelling the need for
another quart of heavy oil.
Contrast the old Ford to the 160
mph, 230 horsepower firebreathing monster that I drive daily (at
20 mph freeway speeds). This
turbo-ch arged beast with four
valves per cylinder, electronic fuel
injection, computerized shock
tensioning, anti-skid brakes and
much, much more can do 0 to 60
in 6.7 seconds.
With its turbo boost gauge,
ammeter, oil pressure, tach, speedometer, fuel gauge, low fuel
warning lights and beeper, shock
absorber setting lights, and godonly-knows what else, I know
exactly what is going on under the
hood. The monster is fully instrumen ted. But at 20 mph, who cares?
Let's discuss parallels In
business.
Companies grow
metamorphically.
Small, entrepreneurial firms
which once had simplicity, control
and a seat-of-the-pants feel for the
owner emerge into the grown-up
business world with computerized
sophisticatio n . Decisions once
closely held by the owners become
delegated to specialists who use
impersonal and sometimes meaningless computer data as best they
can.
Sensi ti vi ty to business can
become lost in an abstraction of
computer-generated reports and
formalized accounting statements.
As the business grows it becomes
increasingly difficult to stay in
touch with the pulse of what is
going on. Four inch high stacks of
green striped paper with funny
little holes along each edge replace
the simple sensitivity owners once
felt.
Computerization is not always
sophistication. Usable information
is sophistication . Simplicity is
sophistication .
Measure what is important.
What is important in your business? Is it customer response
time? Speed of shipment from
time or order? A low product
failure rate? Is it your wide instock selection of inventory? or
fast installation time? Why do
customers come to you? Think
about it.
If you could measure each of
these uniquely important facets of
your business, you would have the
pulse on what is importa~t. You
would have the fully Instrumented company. You would
know exactly what is going on
inside its engine.
An old management axiom says:
"What gets measured gets pro-
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Positive performance reporting
breeds accomplishment
The leader of the fully instrumented company knows what is
important to the business' success.
He knows what its indicators of
throughput performance are. He
knows what to measure for customer satisfaction and financial
success.
The fully , instrumented comparry has operating performance
indicators which measure in realtime, just like a car's oil pressure
gauge. In contrast, financial
reports are snapshots in time.
They are only useful in finding out
the problem after the damage may
have already been done.
The fully instrumented company has the throughput indicators reported to the management
by 10:00 a.m. the very next day .
The throughput information day,
may indeed, be generated by way
of the computer. But it is critical
that the reported performance is
hand-written on paper by the
person responsible for its accomplishment and is subsequently
personally placed in the supervi-

sor's office. That process generates value in performance
commitment.
What should a company measure?
If you just returned from a 3week cruise, what management
information would you ask for to
instantaneously assess the condition of your firm? Would it be cash
on-hand, current receivables, cash
outflow commitments, new
orders, productivity measurements, quality of service indicators? If so, shouldn't you expect to
see this same information updated
daily?
Wouldn't you expect that your
direct repartees could have fully
instrumented departments as
well? For the production manager
daily indicators could include
units built and placed into finished
stock, directly labor hours applied
to work-orders for the day, and
total minutes clocked in late by
hourly employees.
For shop floor supervision, the
number of active work orders or
the n urn ber of tool room requests
may be significant. Tool room
turnaround time may be helpful
to identify a potential throughput
choke point. The number of piece
parts produced from key produc-

tion machines or the number of
components queued behind the
inspection bench are additional
indica tors of potential performance choke points.
For the order entry department,
logging the number of phone
orders taken per each hour may
help to identify personnel scheduling alternatives with a resultant
adjustment in required personnel.
For the maintenance department,
the n urn ber of main terrance
requests and the total estimated
hours of backlog may lead to more
efficient maintenance scheduling.
50 daily indicators is not too many.

A fully-instrumented company
may have as many as 50 performance indicators, with each person receiving about five. The
higher the person is within the
organization, the more global and
the more strategic his key indicators become . Each succeeding
level of supervision should have
knowledge of the indicators which
are tracked and recorded in the
preceding roles, although regular
reporting of each of them is generally not necessary.

Continued on page 25

Is desktop publishing for you?
If you are tired of the delays,

errors and costs associated with
producing graphic art and typesetting for your business printing, or
would like to get quality business
cards the same day, or want to
produce your own camera-ready
art for ads and be able to make
changes in minutes instead of
days, then if you are able and
willing to invest hundreds of
thousands of dollars and several
days, DESKTOP PUBLISHING
may be for you. By now you may
already have read or heard of
the amazing abilities of highresolution laserjet printers ,
scanners and film printers. P erhaps a salesperson has already
dazzled you with a long list of
impressive phrases and fancy
printouts.
.
Buried underneath all of that IS
the expensive price tag. Can you
afford it? Do you really need all
that equipment and software? Will
your staff be able to use it without
a lot of initial and on-going training and consultation?
In publishing, appearance may
not be everything, but it counts for
a lot. Before you begin investigating DESKTOP PUBLISHING, you
should define your needs. How
would you use it? Are you planning to produce a full-color slick,
128-page magazine every month,
or a company newsletter in eight
black-and-white pages. Will your
final product be a single-page flyer
or a half-page print advertisement? These are all very different
tasks that require varying
amounts of hardware and soft-

ware investment. Make sure you
know what your present and
future needs are.
Before you buy, make sure that
you see a good demonstration with
the types of documents you plan
to produce. There is no point in
spending $1,500 for software that
can do miraculous things you will .
never need done. That $1,500 dollar
product may also demand thousands of dollars in additional hardware and even more than that in
man hours for setup and training.
Does this mean you should not
consider automating? Certainly
not! Just be aware that the real
value of a computer system is in
the ability to do things that you
could not do before. With DESKTOP PUBLISHING, small businesses can produce camera-ready
art. Graphic artists and typesetters
are not going to save a lot of time
on each job, but they will be able
to experiment a lot more, integrate
art and text and produce a more
appealing and exacting product.
If you are just starting to con-

sider DESKTOP PUBLISHING,
begin by determining your software needs. The hardware you
select will largely depend on that
decision. If you already have a
system in place, consider carefully
the options of expanding what you
already have versus purchasing a
more appropriate one. Sometimes
the second option is better in the
long run.
The two primary choices, of
course, are between Apple Computer's Macintosh and IBM and its

compatibles. You should examine
carefully what each company can
offer you.
Without a doubt, you will need
a laser printer, and perhaps access
to a real typesetting machine such
as a Linotronic. There are services
that will spare you this expense by
charging you per page to use their
printers. In this manner, you can
produce proofs at your site and
send out for final prints when you
need them.
If you want to explore DESK-

TOP PUBLISHING further, you
might check with the following
Inland Empire outlets:
Riverside Computer Center
11800 Sterling Ave., Stes G & H
Riverside, CA 92503-8232
(714) 351-4244
(IBM/Macintosh hardware and
software)
The Write Type
268 N. Lincoln Ave., Ste. 2
Corona, CA 91720
(714) 272-3930
(Laser printing/linotronic)
Computerland of San Bernardino
289 E. Highland Avenue
San Bernardino, CA 92404
(714) 886-6838
(Apple/Macintosh hardware and
software)
Doctor Micro Computer Services
9472 Magnolia
Riverside, CA 92503
(714) 687-5588
(Macintosh hardware/setup/
installation)
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~~FOR

OUR FAMILY,
STAYING HEALTHY IS A
WAY OF LIFE.''

Although Dee Dee Kovacevich said it
first, her husband Bill, daughter Casey
and son Matt feel the same way. Their
lifestyle reflects this attitude, too. It's
not surprising, considering Dee Dee is
an executive of )azzercise and Bill is a
high school football coach.
Around the Kovacevich household,
good nutrition and proper exercise are
an important part of the picture. ''And
so is belonging to Health Net;' adds
Dee Dee.
Dee Dee chose Health Net over a number of other plans because, "Health
Net's Aim For Wei/ness Program fits
right in with my attitude of staying
healthy through preventive measures.
They offer an impressive number of
educational and self-help activities that
promote better health:'
© 1989 He:~lth Net

Just as important to Dee Dee was the
fact that, "if we ever do need a doctor,
we won't need claim forms, we won't
have a deductible, and we won't have to
wait for reimbursement like we used to:'
"Staying well is better than getting
well;' best describes how Dee Dee feels
about health care. For every one of
over 690,000 members statewide,
Health Net makes it easy to do both.
If you'd like to offer a health plan
that will make your employees and
their families feel great, offer Health
Net, California's second largest Health
Maintenance Organization. For further
information, call your insurance broker
or a Health Net representative at
(714) 824-3723 or 1-800-522-0088.

The families of Health Net.

California~ HMO
A federally qualified HMO available
to companies with 50 or more employees.
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Inland Empire
Health Care Providers
H M 0 s
The largest HMOs listed alphabetically for the Inland Empire.
Company

1

2

3

4

5

6

7

8

9

10

Number of
Employees

Amerimed
NA
303 N. Glenoaks Blvd ., Suite 900
Burbank, CA 91502
California Care Blue Cross
58
21555 Oxnard St.
Corporate
Woodland Hills, CA 91367
Care America Health Plans
160
20520 Nordhoff St.
Corporate
Woodland Hills, CA 91367
Staff
Cigna Health Plans of Calif.
NA
4505 N. Brand Blvd.
Glendale, CA 91203
FHP, Inc.
2,500
5900 Talbert Ave.
(including Providers)
Fountain Valley, CA 92708
Health Net
480
1007 Codey Dr., Suite 110
(in S. Calif.)
Colton, CA 92324
Intervalley Health Plan
98
300 S. Park St.
Corporate Staff
Pomona, CA 91766
Kaiser Permanente Medical Care Program
26,000
Walnut Center
(in So. Calif.)
Pasadena, CA 91188
2,200
Maxicare of Southern California
Nationally
5200 W. Century Blvd.
Los Angeles, CA 90045
821
Pacificare of Calif.
5995 Plaza Drive
Cypress, CA 90630

Total So. Cal.
Patient Care
Facilities

Total Inland
Empire Patient
Care Facilities

78
Companywide

Total
Membership

Inland Empire
Membership

Top Local
Executive

NA

33,000
Companywide

NA

17

NA

202,141
Companywide

NA

122

12

90,000
Statewide

15,000

129

8

510,000
Statewide

NA

NA

NA

370,000
Companywide

NA

210

14

690,000
Statewide

NA

2

2

30,800

14,000

55

10

2,000,000
in California

300,000

Thomas Maloof
President
(818) 956-5500
Leonard Schaeffer
President, CEO
(818) 703-2345
Larry Gray
President
(818) 407-2222
Bert Wagener, President
Western Division
(818) 500-6262
Robert Gumbiner
CEO
(714) 963-7233
Lowell Ell is
Regional Manager
(714) 824-3723
James E. Taylor
CEO
(714) 623-6333
High Jones
(818) 405-5651

NA

14

275,000
in S. California

NA

168

29

415,425
Nationally

71,000

...

Brad Kelly
Regional Vice Pres.
(213) 568-9000
Terry Hartshorn
President/CEO
(714) 952-1121

p p 0 s
The largest PPOs operating in the Inland Empire.
Company
• name
• address

1

2

3
4

5

6

7

8

9

10

Community Care Network
9265 Sky Park Court, Suite 200
San Diego, CA 92123
Occupational Urgent Care Health Systems Inc.
2400 Venture Oaks Way
Sacramento, CA 95833
Blue Cros Prudent Buyer Plan
21555 Oxnard Ave.
Woodland Hills, CA 91367
Physical Therapy Provider Network, Inc.
21243 Ventura Blvd., Suite 241
Woodland Hills, CA 91367
ConserviCare
.
Center
Ave.,
One
Pacific
Plaza,
Su1te
500
7755
Huntington Beach, CA 92647
PPO Alliance
21800 Oxnard Street, Suite 550
woodland Hills, CA 91367
Pru Net
5800 Canoga Ave.
Woodland Hills, CA 91367
Med Network
850 Town & Country Road
Orange, CA 92668
Blue Shield of California
2 North Point
San Francisco, CA 94133
Med$ense
850 Town & County Rd.
Orange, CA 92668

Enrollment

Staffing

Service area

Contracts

Services

Profile

Top Local

• companywide

(total/state)
• offices IE

• So. Calif.
counties served
(partial list)

(total/Calif.)
• hospitals
• physicians

• partial list of
specialties

• parent company
• headquarters

• name
• title
• phone number

4,950,000

125
0

220
7,000

1,800,000

285
0

1,300,000

3,756
2

L.A., Ventura, San
Diego, Riverside,
Prange, San Bern.
L.A., Ventura, San
Diego, Riverside,
Prange, San Bern.
L.A., Ventura, San
Diego, Riverside,
Prange, San Bern.
r-.A., Ventura, San.
Diego, Riverside,
!Orange, San Bern.
L.A., Ventura, San
Diego, Riverside,
prange, San Bern.
L.A., Ventura, San
Diego, Riverside,
!orange, San Bern.
L.A., Ventura, San
Diego, Riverside,
Prange, San Bern.
L.A., Ventura, San
Diego, Riverside,
Prange, San Bern.
L.A., Ventura, San
Diego, Riverside,
!orange, San Bern.
L.A., Ventura, San
Diego, Riverside,
!Orange, San Bern.

1,500,000

7
0

400,000

22
0

650,000

200,000
0

525,000

227
NA

525,000

217,390
0

985,000

2,800
1

140,000

60,000
0

,

328
16,995
261
28,500

NA/NA

224
14,265
116
7,775
233
25,761
203
22,500
244
36,300
104
5,100

George S. Murphy
CEO
(619) 278-2273
Walter Robert Keen
none
comprehensive
Sacramento
President, CEO
medical services
(916) 924-5200
Blue Cross of California Leonard Schaeffer
comprehensive
President, CEO
Woodland Hills
medical services
(818) 703-2345
Michael Weinper
none
for private practice
President
Los Angeles
physical therapists
(818) 883-7876
E. L. Raffetto
NA
utilization review,
CEO
NA
Rx network
(714) 894-5755
John C. Funk
NA
claims interven./
President, CEO
Woodland Hills
admin., utilization
(818) 710-7762
review, behav. health
Tom Croswell
Prudentiallnsur. Co. of
comprehensive
Vice President
Amer.; Neward, N.J.
medical services
(818) 992-2000
Richard Toral
Admar Corp.
util. review; mental
President,
CEO
Orange
health, cata. case
(714) 953-9600
mgmt; substnc. abuse
Andrew Allocco
Blue Shield of California
NA
Vice President
San Francisco
(213) 670-4040
Richard Toral
Admar Corp.
utilization review,
CEO,
President
Orange,
CA
substance abuse,
(714)
953-9600
case mgmt.
comprehensive
medical services

Community Care Network
San Diego
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The expanded FHP health care network helps you
enjoy something everyone covets.
Good health.
To that end. the medical centers and community physicians in FHP's health care network
stand ready to serve you.
Qualified physicians and health care professionals understand the importance of basing
patient relationships on trust and genuine concern. as well as medical skill.
Yes. you can choose your own doctor.
You can also choose to take preventabvc
health measures available at FHP such as
health education classes. yearly physiCals.
and more.
With FHP you also have a choKe or:
• FHP's Triple Choice Health Maintenance
Orgaruzation (HMO Plan with mediCal
centers in Riverside or Moreno Vallev.
group model plans in FHP·s Inland Empire
network. and FHP community physiCians
in the Riverside area.)
• FHP Indemnity Health Plan.
• FHP Golden Health Care for semors Wtth
Medicare eligibility. Parts A & B. Other
options are available for Part Bonly.
You see. we feel the greatest wealth is
good health. Which is precisely why we
believe in and encourage healthy life styles.

For information on enrollment call:
Employer Groups-714/952-8706 or 213/493531 , Senior Plan-800/225-4347.

I=l-IP®
HEALTH CARE
The better value in quality health care ....
< 1989 FHP Inc

\
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HMO's: America's unique
solution to affordable health care
Throughout this century every industrialized nation has grappled with
the question of how to provide adequate health care for all its citizens.
Some countries have adopted a strictly socialist model (England,
Scandinavia, the Soviet Union, for example). Others, including the United
States, have kept medicine within the private sector while adopting a
variety of limited government interventions in the health care market.
For the United States the 1965 Medicare bill marked the watershed
between a purely capitalist health care system and a mixed health delivery
system.
Socialized medicine reflects a social insurance approach. The
government taxes both employees and employers while owning and
operating a national health system. The objective is not profitable
medicine but equal access to any health care procedure. Despite its
idealistic intentions, however, the socialist models have from the
beginning multiplied horror stories of inadequate facilities, incompre
hensible regulations, life-threatening waiting lists for critical care, and
crushing bureaucratic costs.
A uniquely American solution to the health care dilemma began to
emerge in the late 1970's. Pre-paid health plans called Health Maintenance
Organizations (HMO's) began to take over an ever larger share of the
health insurance market by charging employers a per capita employees
rate and offering subscribers medical services at minimum costs. The
HMO movement gained quick momentum starting about 1983 largely
because employers could no longer afford the rising premiums for
indemnity group health insurance policies. Also, as young, less affluent
employees entered the work force they generally opted for the much
cheaper HMO plan versus considerably higher payroll deductions for the
established indemnity insurance companies which guaranteed free choice
of doctors and facilities.
By 1986 champions and foes of the HMO alike were calling it the wave
of the future and were making the adjustments they believed necessary
to continue operating in a health industry dominated by health
maintenance organizations. Federal licensing and subsidy added
regulation, stability and above all credibility to a trend destined to corner
the market on shared health insurance risks.
There were, of course, problems as the HMO's proliferated. Mergers,
businessJailures^nd rnmnrs of inctghUUTr
the
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the most die-hard opponents among medical providers predicted collapse.
Industry analysts at worst forecast a shake-down period similar to what
had been happening in the computer industry.
Then, last month, the prototype of the new HMO trend, the company
with more subscribers than many of the other HMO's combined, collapsed
into Chapter 11. What did that mean? Was this the beginning of the end?
Would the entire industry now collapse behind the fall of its greatest
success story of the decade? The naysayers cheered (more often than
not out of self interest), and the country waited for the results.
The answer is now obvious. HMO's are alive and well and are here
to stay. Every signal in the health care market and at the top levels of
government support not a retrenching but an even more bold push toward
HMO's as America's solution to the dual crises of health care costs and
the adequate distribution of medical services.
For one thing, publicly held HMO stock has generally risen since the
Maxicare announcement; moreover, the major indemnity companies like
Prudential and Metropolitan are pushing ahead as quickly as possible
in building their own HMO components. If anyone could afford to bail
out when the first death knell sounded, it would be just such companies.
New subscribers continue to enroll, and there is no sign that ongoing
subscribers have any intentions of shifting back to the older, more
expensive "free choice" indemnity plans. As the actual numbers and
percentage of the population above age 60 continue to increase, the HMO's
remain the only rational consumer choice.
Perhaps equally important, at the highest levels of the new Bush
administration the message is coming out loud and clear that the president
and his health care advisors fully support the continued growth of the
HMO concept. For example, Kevin Moley, who oversaw HMO admin
istration under President Reagan, is Bush's nominee for Budget Director
of Health and Human Services. The president's closest advisor on health
policy is Dr. William Roper, a long-time supporter of the HMO sector.
The opponents are, of course, not yet silenced. Some even go so far
as to claim that we have managed to combine the worst features of
capitalist and socialized medicine in the health maintenance organization
— expensive, government-subsidized, bureaucratic, no choice medicine
for profit. But such negaters are only a small minority of disgruntled
providers, economists and journalists. The reality is that corporate
America believes that it has found, however difficult the growing pains,
the answer to the previously unanswerable question of how to stop the
vicious upward spiral of doctor and hospital costs which seemed insoluble
until just a few years ago.
This does not mean that major shifts and changes will not take place.
As consumers demand some lattitude of free choice, HMO's are already
allowing their members to select specialists outside the system who are
willing to cooperate with the HMO in holding down the lid on prices.
The Maxicare bankruptcy may very well signal the start of a temporary
shakedown period where only the most efficient and effective companies
in the industry not only survive but acquire and merge with less successful
competition. Within a few years only a small number of large HMO's
may remain to provide health care at a reasonable price.
The bottom line is that all long-range factors point to the HMO as
America's unique solution to the health care problem. Medical science
continues to learn how to prolong life, which means an ever increasing
population living on fixed incomes. Catastrophic illnesses like AIDS and
expensive new medical technology drive up indemnity free choice
insurance rates far faster than the costs of HMO care. Young workers
continue to select the least costly alternative, while the HMO's themselves,
still by long-term standards a new industry, learn better all the time
how to provide quality care at a minimum feasible cost.

Groundbreaking ceremonies recently took place at the site of Canyon Springs
Medical Plaza's new consolidated facility in Canyon Springs on Day Street
in Riverside. The project is a joint venture of Riverside Community Ventures
Corporation and Riverside Medical Clinic. Left to right are Jeff Cimino, VicePresident of the Moreno Valley Chamber of Commerce; Patty Goodwin,
Mayor of Moreno Valley; Ab Brown, Mayor of Riverside; Dr. George Kanaly,
Chief Operating Officer of Riverside Medical Clinic; David Patton, President
of Community Health Corporation; Jeff Self, Chairman, T. & S. Development;
Dr. Steve Larson, Chief Executive Officer of Riverside Medical Clinic; Philip
Dal ton. President of Riverside Community Ventures Corporation, and Mark
Thompson, President of T. & S. Development.
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Deserts

Los Angeles

Palm Springs Balloon Classic Weekend, April 22-23, Palm Springs, (619)
323-8272 • Desert Dixieland Jazz
Festival4, April28-30, Cathedral City,
(619) 321-JASS.

15th Annual Toyota Grand Prix of
Long Beach, April 14-16, Long beach,
(213) 437-0341 • Friendship Festival,
April 22, Torrance , (213) 5405858 • Conejo Valley Days, April 2630, Thousand Oaks, (805) 4971621 • Cinco de Mayo Festival, April
30, Long Beach, (213) 427-9431.

Inland Empire
74th Annual National Orange Show,
April20-30, San Bernardino, (714) 3835444 • The Ramona Pagent, April 2223 and 29-30, Hemet , (714) 6583111 • Ontario Worldfest '89, April2930, Ontario, (714) 984-2458.

Central Coast
Santa Barbara County Vintners'
Festival, April 22-23, Solvang, (805)
688-0881 • California Beach Party,
April29-30, Ventura, (805) 654-7830.

In Palm Springs for

Orange County

an even smaller price.

$85/

Spring Hunter/ Jumper Horse Show,
April 21-23, Costa Mesa, (714) 7513247 • Youth Expo, April 28-30, Costa
Mesa, (714) 751-3247.

night
per room

Includes:
• Deluxe 2 room suite accommodations.
• Free use of meeting rooms daily.
• One free coffee break per day.
• A one hour welcome reception party
with hors d'oeuvres. wine and punch.
• Free airport pick up and return.
• One comp room for every 25 rooms.
• Group activities coordination and
arrangement of golf and tennis times.
1b qualify for this special offer. a minimum of 10 rooms must be booked
per night. This price is effective until
5/31/89.

The resort has banquet and meeting
facilities for up to 300. 18-hole golf
course, 10 tennis courts, pool and spa.
Centrally located to Palm Springs and
Restaurant Row.

'ilfrEDRAL CANYON RESORT
Palm SprinAs
Ask for the Group Sales Office
1 800 824-8224 (California)
1 619 32 1-9000

(Nationwide)

VdlageRgsorts
A Collection Of Fine Resorts

Murder Mystery Weekend

Idyllwild

The gentleman sitting next to you
at dinner has just fallen face down in
his soup. There's a dagger in his back.
The police wclk in, and every eye in
the dining room is on you. How are
you going to explain that you didn't
do it?
That's how the fun begins in Keith
and Margo's Murder Mystery
Weekends held twice monthly. Guests
find themselves involved in a live
murder mystery novel. Incognito
actors mix in with the group to add
to the intrigue.
All Murder Mystery Weekends have
several staged m urders that take place
right before the guests' eyes.
For more information, call (818) 7604888.

The tranquil town of Idyllwild is a
summer hideaway high in San
Bernardino National Forest. Vacationers sleep among the trees in state
and county campgrounds or in
comfortable cottages.
A host of nature trails wind through
the woods, including a short selfguiding path at the Idyllwild Park
Visitors Center. Inside are Indian
relics and exhibits about the lumbermen and miners who settled the
area in the 1870's.
Families often fill the town when
students arrive for summer programs
in visual and performing arts at the
acclaimed Idyllwild School of Music
and the Arts.

Steep Sleep
How many people will pay $60 an
hour to snore in the dark? Plenty, says
Robert Burns, 59, chairman of Hong
Kong-based Regent International
Hotels. That's why Regent and a
Japanese partner recently paid $140
million for a third of a block on East
57th Street in Manhattan. There they
will spend another $130-million-plus to
put up thP ultraswanky 46-story, 400room Regent of New York. Due to open
in late 1991, the hotel will have an
average room rate of $450 a night.
nearly 30% higher than the 160-room
Hotel Plaza Athenee, New York's most
expensive existing hotel.

BED

When you want to ge
why not transport you
ON SANTA CATALINA ISLAND its
THE GULL HOUSE "with a touch of
class." Come yourself or send your best
workers. We specialize in Honeymoons
and Anmversaries. For brother. send
#10 self-addressed stamped envelope.
P.O. Box 1381, Avalon, CA 90704 - (213)
510-2547.

MAUl ON YOUR MIND
Dream in our Kapalua Bay Villas.
Luxunously furn1shed 1 & 2 bedrooms Breathtakmg ocean
v1ews. Steps from tenn1s. golf, 3 heated pools, 2 wh1te sand
beaches, shopping and dinmg These affordable villas are
available by the week or month For free photos, floor plans
and rates contact owners Richard & Nancy Matassarin:
P 0 Box 11633, Lahama, Hawa11 96761 (808) 669-6529

Camping and
Outdoor Information
STATE AND
(1

At

TDf"TYUT 1\

fiH'H'TrF.S·

Temecula
The rolling hills of a former ranch
are marked by rows of grapevines
instead of grazing cattle. Temecula
Valley near the Riverside/San Diego
County line has become the state's
outhernmost wine region and even
has been awarded its own appellation.
You can tour 11 wineries, including
well-known Callaway and the
relocated John Culbertson Winery.
Other labels to look for are Mount
Palomar, Filsinger, Hart, Cilurizo,
John Piconi, Britton Cellars, Maurice
Carrie, Baily and French Valley.
Pack a picnic to enjoy on your tasting
tour, or dine in the delectable Cafe
Champagne at Culbertson Winery.
Linger longer to explore the antique
shops in the Old Western town of
Temecula.
South Coast Vintners Assn., (714)
699-3626, and Temecula Valley
Chamber of Commerce (714) 676-5090.
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Central Pacific
Corporation Announces
First-Quarter Earnings
Central Pacific Corporation the
Bakersfield-based holding dompany for American National Bank
has announced record first-'
quarter earnings of $1,391,000 for
the quarter ended March 31, 1989.
This represents a 44.6 percent
increase from the first quarter of
1988.
Assets of the company, as of
March 31, 1989, totalled $808.2
million -- up 11.9 percent from a
year earlier.
Rayburn S. Dezember, Chairman and Chief Executive Officer

University of Redlands
Offers Class on Conflict
Management
The University of Redlands will
offer a two-unit course on "Conflict Management,'' for two weekends, May 6-7 and June 3-4.
Deadline for registration is April
28.
The class will meet from 9:00
a.m. to 4:00 p.m. on Saturdays and
9:00 a.m. to 4:00 p.m. on Sundays
at the University of Redlands'
campus. Tuition is $400. The course
will focus on understanding conflict processes and dynamics and
on practicing new approaches to
resolve conflict, according to
course instructor Jon Sager, who
holds a Ph.D. from the University
of Michigan.

Q.f Central Pacific Corp. stated, "It
is a pleasure to report to you that
Central Pacific Corp. achieved
record earnings for the first quarter and improved earnings for the
seventh consecutive quarter."
Central Pacific Corp. and American National Bank operate 28
offices in the Inland Empire, the
Antelope Valley, and the Central
Valley of California. A branch
office is scheduled to open in East
San Bernardino County in the
Victor Valley area in September
1989.

Floor Coverings B y - - - - - - - - -.....
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Decorator Floor Designs Of The
Finest Carpet
Vinyl, Wood, Ceramic Tile & Marble Available
•

Custom Bordering & Decorative Inlays

Kasler Backlogged at
$239 Million
Kasler Corp. announced operating results for the first quarter
ended January 31st. Net income
for the first quarter was $578,000,
or 11 cents per share, as com pared
with net income of $577,000, or 11
cents per share, for the like period
a year ago. Backlog at January
31st, stood at $239 million, setting
a new record for the company.
In reviewing operations, E.
Robert Ferguson, President and
Chief Executive Officer, said net
income for the quarter was
impacted by flood . damage on a
canal construction project in
Arizona.
During the first quarter, the
company was successful in obtaining two contracts from the State
of California Department of
Transportation on the Harbor
Freeway in Los Angeles totaling
$44,578,000.

Our Specialty

I

Decorator Area Rugs

I

We Also Specialize In

I s~~:;~~~~:;~~;t::;~
To Arrange A Consultation
PLEASE CALL

(714) 898-3626
(213) 925-3211
(800) 433-6280

ALL ACROSS THE INLAND EMPIRE
PEOPLE ARE DISCOVERING
AN AFFORDABLE HEALTH PLAN
We can design a group plan to fit the
individual needs of the small business owner.
.

I

--
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American Health Care Advisory Association offers
sensible medical insurance for small businesses,
families and individuals. Over 300,000 members
nationwide have already discovered the first-rate
health insurance protection and va~uable medical
benefits offered by AHCAA. Membership benefit
highlights:
• J()()O'/o of covered medical expense~

• Up to 3,000,000 lifetime
• Prescription Drug Program
• Eyegla~ses, contact lenses and frame\
• Worldwide Coverage
• Any doctor, any hospital
• Complete air ambulance ~ervicc

AMERICAN f*AITH CARE
AI)VlS( )RYASS( )C lATI()N

1-800-347-1988
'
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New York '. NY --Try
f or a _very unique
·
dinin
.
. MARCHI'S
.
mid-Manhattan
is loc~t:~p~~I~~ce ;.n this City that never sleeps. This Italian restaurant
M h tt
e Irst and second floor of a brownstone (three-story
w~~
~~ t~wnhouse! offers a non-menu, price-fix eight course dinner
es meat, fish and vegetables. You must allow at least two
~nd a half hours to really enjoy. Full wine list offering French Italian
merman, N~w York and a few Californian selections. In New York, wher~
ost all mid~Manhattan restaurants are expensive, this is a rare find-moderate pnces and very good service-- great food at 251 East 31st Street
-- (212) 679-2494.

:u

U.S. Waste Group
Subsidiary Complets
Trial Burn Testing
TEMECULA
-U.S. Waste
Thermal Processing, the
Temecula-based subsidiary of U.S.
Waste Group that has developed
a Mobile Thermal Processor that
cleans petroleum contaminated
soil on-site, recently reported that
the System has completed its trial
burn testing.
The testing, which is required by
state and local agencies under the
auspices of the Department of
Health Services, the South Coast
Air Quality Management District,
and the California Air Resources
Board.

TYPESETTING
grapfaic arts

CAMERA
(7141987-7988
9613 Arrow Route. Suite M

Rancho Cucamonga. CA 9 I 730

Strving tlte Trade in Ranclto Cucamonga for 5 Years

Vision Technologies
To Acquire United
Surgical Corp.
Vision Technologies International announced that it has signed
a letter of intent to acquire United
Surgical Corp., a privately held
distributor of phacoemulsification
systems used in cataract surgery.
The closing of the transaction is
contingent upon several conditions, including the parties entering into a definitive long-form
agreement and the performance of
a favorable due diligence investigation of United Surgical Corp.
James W. Snyder, President and
Chief Executive Officer of VTI,
stated that, "This business combination fits very nicely into VTI's

growth plans. United Surgical
Corp . represents a significant
position in the growing small
incision and ph a co markets."
Snyder also indicated that this
proposed acquisition is a key element in VTI's marketing plans,
noting that a 20 percent annual
growth rate of outpatient surgery
is projected through 1992, according to SMG Marketing Group.
Opthalmology is the leading category of outpatient surgical procedures, accounting for 25 percent of
the surgeries.
According to Terry Herbeck,
President of United Surgical
Corp., "This is a very compatible
combination that will allow us to
capitalize on our current position
in the phaco market, highlighting
our PHACOTRON System Plus II.

save up to 45% on the best
lines out of Hollywood.
Chicago

New York
Boston

According to the company president N. Robert Crain, the company has every indication that its
Mobile Processor satisfied all test
parameters required.
The official results, however,
are not yet available from the
testing agency, but when received
the company will apply for temporary permits to begin field
operations while formal permits
are being processed.
The first beneficiary of the
Mobile Thermal Processor is likely
to be a California Municipal
Agency. According to Crain, U.S.
Waste Thermal Processing has
reached an agreement in principle, pending the issuance of operating permits, to clean 400 cubic
yards of contaminated soil on the
agency's property.
"U.S. Waste's patented Mobile
Thermal Processing System
cleans soil at the site where the
waste was generated. The unit can
travel quickly to the site and be
operational within a few hours.
Unlike other technologies that
cannot remove all contamination
from the soil economically, U.S.
Waste Thermal Processing has
demonstrated that it can successfully leave all contaminated soil
sterile and inert, allowing it to
then be reused and thus eliminates
liability when contaminated waste
is hauled to landfills.
The system can process up to 150
tons of contaminated soil per day.

AD DEADLINE
FOR NEXT ISSUE:
MAY 8~ 1989

Cleveland
Washington, D.C.

L.A.

Boston • Chicago/O'Hare

$

198

EACH WAY
ROUNDTRIP
(Roundtrip purchase required)

Cleveland • New York • washington, D.C.

$11

238

EACH WAY
ROUNDTRIP
(Roundtrip purchase required)

Take one, and save up to 45% off our regular Max$aversM fares from now until May 16th.
We've reduced our already low Max$aversM fares to give you even bigger savings on our flights
to the Northeast and Midwest. Simply buy your tickets on or before May 16, 1989, start your travel
before May 31, 1989 and complete travel by June 11, 1989. It's just one more way we're working
to be Southern California's choice.
To get these low fares just buy your roundtriip tickets when reservations are made as little as
7 days in advance. Fares shown are for travel between noon Monday and noon Thursday, and all
day Saturday until noon Sunday (fares shown are $40 higher roundtrip for travel other times). You
must include a Saturday night stay. Each way fares are shown for information only. There are no
refunds. However, certain return reservation changes may be made for a $75 service charge - ask
for details. All fares are subject to change and may not be available on every flight. Seats are limited.
Fares shown are available from Los Angeles International Airport only.
Fares this low don't make the big-time that often. So call your travel agent today, or Continental
at 213-772-6000 or 800-525-0280.
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So You Want to go Public:
~~a~~!Jling the Options

The first type is called a "Best Efforts Underwriting Agreemement"
whereby the underwriter does his best "to sell the offering." No
guarantees, commitments, promises, or any other type of agreement are
made to the company. The underwriter will simply do his best shot at
selling the stock to the public.
The second type of agreement is a "Firm Commitment Underwriting."
Just as it implies, the underwriter gives the company a firm commitment
to sell its stock. However, this commitment is not as "firm" as it sounds
because it is subject to a variety of variables. The underwriter can back
out if the price is not acceptable to the company or if the company, during
due diligence or preparation of the registration statement, does not
properly inform the underwriter of its financial conditions and the way
certain agreements are done.
In both cases, be it the Firm Commitment or the Best Efforts, the
Underwriter will charge the comany a "due diligence" fee, which includes
attorney and accountant services, document preparation, and market
research and promotional efforts needed to present the company story.
There are in excess of 400 underwriters in the United States who
underwrite stocks. Some can underwrite stocks in the $1 million to $10
million offering range and some of them cannot. One of the key challenges
for a company wanting to use the traditional approach is determining
the financial strength of the underwriter. Can the underwriter sell the
offering? Does the underwriter have distribution? Does he have the net
worth to underwrite this offering? And, most importantly, what offerings
has he underwritten in the past?
2. The second type of public offering is referred to as the "Blank Check
Offering." A company might be approached by an individual who says,
"I have been hired as a consultant for ABC Company which recently
did an initial public offering, has some money in the bank, and is looking
to merge with a profitable private company. This type of offering is called
a Blank Check Offering and concerns those companies that go public
with no assets or earnings but solely use a business plan to make
acquisitions of one or more private offerings. This type of offering is
structured usually with common stock and A, B, and C warrants consisting
of a unit, or just plain common stock.
3. Lastly, you can go public by "Merging with a shell company or
previously trading public company." This type of company has usually
been in business six months prior to the enactment of the 1933 Securities
Act or is not required to be reporting under the 1933 and 1934 Securities
Acts. This approach to going public is generally used by small development
stage companies who are interested in creating some investor support
and a market for the company's operations. It is generally traded on the
National Quotation Bureau, Inc. (Pink Sheet's). Some development stage
companies merge with these companies because they think it will give
them the presence of being public and allow them to create some broker
dealer and market maker support.
Going public is a dream of a large number of entrepreneurs. With more
of the venture capital going to fewer players, the entrepreneur with a
good product is faced with fewer sources to obtain capital. Presently there
are in excess of 1,500 public companies in Southern California. Some of
them have reached tremendous heights and some are just beginning to
get started.
In any case, companies should carefully assess their reasons for going
public and the options available in doing so.
Marc R. Tow is an attorney specializing in securities and business law
for clients in the Inland Emire and Orange County.

I don't know how many tim
.
said "I need add't'
es a c1lent has come into my office and
.
'
1 Iona1 capital I cannot s ll . t
k.
and I would like t t k
·
e P:Iva e stoc 1n my company
deep breath and s~gha e dmythcompany pubhc." At this point, I take a
en proceed to say that "th
' an
expenses and costs invol ve d . ''
ere are some
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the process of helping the new or growing company to
mlleef Whl Investment bankers, consultants, lawyers and accountants
a o w om seem to
· 1·1sts 1n
· securities. The process
'
. b e spec1a
can be both'
successful and. profitable, or it can result in tremendous cost and failure.
Therke are vanous ~ays a :ompany can finance its growth in the public
mar et, three of wh1eh I w1ll discuss.
1. The trad~tion~l approa~h. This is the approach used most often by
large co~panies With expenenced earnings, revenue, history, an exciting
product hne. and stab.le.management team. The process involves locating
an underwnter who 1s Interested in doing an initial public offering under
the. 1933 Act. The company will negotiate with the underwriter for a
penod of one month to several months.
During this time, the underwriter will do the "due diligence," a method
~hereby th.e underwriter reviews the books, records, financial affairs,
k1c~s. the dirt off the company's plant and equipment operations, and
venfies data supplied by the company. Once the underwriter determines
that the .company is a viable, initial public offering and sellable in the
market, It generates an underwriting agreement of which there are two
basic types.

Bank of Redlands Merges
into Community Bank
The Bank of Redlands shareh
alders have approved a merger
with Community Bank, headquartered in Pasadena, it was announced this week by Kraig A.
Westra, Community Bank's President and Chief Executive Officer.
The final merger is subject to all
necessary regulatory approvals.
Community Bank is paying $9.50
per share, for a total purchase
price of about $23 million.
Bank of Redlands finished 1988
with a 12 percent gain in assets,
to $168.7 million, and an 11 percent

Fully Instrumented Co ....

increase in loans, to $97.7 million.
The bank has six branches in
Redlands, and the remaining
locations in San Bernardino,
Yucaipa, Fontana and Victorville,
California.
Westra said there would be no
disruption of service to Bank of
Redlands' customers as a result of
the merger. "It's a well-run bank,
and we intend to keep it that way,"
he explained.
"I am particularly impressed
with the high-quality of staff at
Bank of Redlands,'' Westra said.
"Strength in retail banking at the
Redlands Bank ultimately will
migrate to Community Bank
branches,'' he said.

Continued from page 17
To have the fully-instrumented
company the leaders must first
decide what outputs it wants produced and the end items must be
defined for each company
function.
Since what gets measured gets
produced, that which is desired as
output should be the event measured. When the right event is
measured and is consequently
produced, the proper financial
results will follow.
Tracking the micro-behaviors
will result in the desired valueadded. Then month-old financial
statements will serve only to
conform those facts which have
already been known to the management all along.
It is simple. It is sophisticated.
It is the fully instrumented
company And it need not be
computerized.
Rick Lamprecht, owner of BusinessVISION, a consulting firm
with expertise in creating and
implementing strategic, operational , and financial transition.
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America's Export ...
Continued from page 13

DON'T
AIL IT!

In recent statements, Mosbacher said that only 10 percent of
what America makes is sold
abroad while in other nations
exports may reach as much as 75
percent.
The solution , Mosbacher said,
was for Commerce to get more
agressive by searching out U.S.
firms with export potential instead
of waiting for businesspeople to
find the department. Mosbacher
also said he will review whether
there is sufficient staffing and
determine if officials are spending
too much time on clerical details
instead of contacting potential
exporters.
These are exactly the problems
highlighted by the Mica report. If
Mosbacher is sincere in his desire
to clear up the disarray in America's export promotion efforts, this
is the situation the new Commerce
secretary has to tackle:

Business To
Business Sales

UNTIL YOU TALK TO US!
We Produce the BEST Mailing Lists
Selected • Local • National

l:i

Call Now for a Free
Market Planner
(213) 422-6522
Contacts lnfluentia//71' ~//V=::-r
Marketing Information Services
12541 Brookhurst St., Suite 206
Garden Grove, CA 92640
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BEHIND
EVERY
PRETTY FACE
When peo ple take a look at one of our portabl.e . ~isplay systems, we feel
very good . Th e des ig n is clean with lots of flex1bll1ty . W~ feel even better
when th ey admire our stru cture . It's a high performance p1ece of hardware.
And it moves with speed and effici ency.
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For more mformation or a demonstration, call or write:
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738 Arrowgrand Circle, Covina, CA 91722

CA 800-843-3533

U.S.A. 800-222-6838

818-967-1594

FAX #818-966-4067

America's front-line troops
America's export promotion
rests primarily on the shoulders of
the U.S. and Foreign Commercial
Service (US&FCS), a unit of the
Commerce Department's International Trade Administration (ITA).
The stated mission of the US&FCS
is to promote U.S. exports, expand
the number of exporters and assist
U.S. companies in the international marketplace.
The real work of the US&FCS
is conducted by the 160 commercial service officers and 475 foreign
service nationals stationed at 125
U.S. posts in 63 countries around
the world. They are America 's
front-line troops in the international trade battle. They root out
export leads for U.S. firms , find
distributors and agents to sell
American goods abroad, host
receptions at U.S. embassies to
promote U.S. products and companies, and line up prospects for
U.S. businesspeople who travel
abroad looking for more business.
They are also an important source
of advice and information to steer
U.S. businesses through foreign
markets.
However, as Congressman
Mica's report states: "The
US&FCS budget has remained
static since fiscal year 1984. This
has occurred at a time not only
when the demands on the service
have increased, as evidenced by
the growing U.S. trade deficit, but
also when a drop in the value of
the dollar overseas has cut back
severly on the purchasing power
of that budget at the same time
that a lower dollar has enhanced
the potential for U.S. exports.''
In other words, the US&FCS
budget was cut back when its
services were most needed and
when the government could have
gotten the biggest bang for the
export promotion buck. The
US&FCS $68.4-million budget last
year fell from $70.9 million the
year before. Its budget has 50
percent less spending power than
in 1985, and the number of
US&FCS officers stationed abroad

have been reduced from 176 in 1986
to about 150 today.
Overall, the U.S. in 1987 spent
$294 million for all export promotion activities, or 6-cents per $1,000
of Gross National Product, a figure
that is far less than that spent by
some of America's major trading
partners who maintain large trade
surpluses with the U.S.
The budget cuts are taking
their toll on U.S. export promotion
overseas. Export promotion is
similar to the job performed by
any company ' s salesforce.
US&FCS officers pound the pavement to find prospects and press
the flesh to develop contacts. Their
main job is to get "shelf space" for
U.S. products abroad. It is as much
a person-to-person job as it is for
any company's sales team.
But how effective can a salesforce be if it has no budget to rent
a car or take a cab, return telephone calls or travel to see prospective clients? How smart is it
for a company to cut back on its
salesforce at the exact time a market is reaching maturity? Well,
that is what has happened to
US&FCS officers overseas because
of budget cuts.
The staff of Mica's International
Operations Subcommittee visited
US&FCS posts in Paris, London,
Rome, Seoul, Hong Kong, Sao
Paulo, Rio de J aniero, Caracas and
Mexico City to prepare the report.
At each post, subcommittee staff
found a highly dedicated and
hardworking team of American
US&FCS officers and foreign service nationals (FSNs) who, the
report repeately states, are playing a significant role in assisting
both large and small U.S. corporations in their export efforts.
Each country the subcommittee
staff visited holds a significant
potential for increased American
exports, but, despite the achievements of the US&FCS staff overseas, the report indicates that
potential remains untapped because of budget cuts.
In France, described as a very
accessible and receptive market
for U.S. exports, the US&FCS post
lost one American position and
two FSN s last year and expects to
lose one American and five FSN
positjons this year because of
budgetary restrictions, leaving
Paris with four American officers
and 17 FSNs.
In Italy, one of the fastest growing markets for U.S. exports,
budget cuts have forced reductions
in travel and in-country, longdistance telephone costs by the
five US&FCS officers.
In Mexico, considered a key
country for U.S . exports,
''US&FCS personnel were energetic in their efforts to do their job
and try to promote U.S. exports,
but they voiced frustration over
the lack of resources and personnel, especially in comparison to
other foreign competitors in Mexico,'' the Mica report states.
In America's backyard, "Our
competitors far exceed the U.S. in
the amount of support they supply

Continued on page 27
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Continued from page 26

their offices in Mexico in person
nel and budget resources," the
report says. "One European office
had well over double the staff of
the US&FCS and was always on
the top of new, time-sensitive
opportunities.
US&FCS Mexico City has expe
rienced a 15 percent to 20 percent
budget cut, and the cuts have
apparently been so severe that the
US&FCS employees questioned
the effectiveness of their pro
grams. "More and more, Ameri
can officers are forced to forego
work outside the office cultivating
contacts in order to make time for
clerical work," the Mica report
says. "As in every other country
visited, the representational and
travel budget does not come close
to enabling US&FCS staff to do the
minimum necessary to truly stay
on top of their areas, much less
develop opportunities.
A stepchild at Commerce
If the US&FCS officers overseas
play a crucial role in increasing
American exports, as the Mica
report stresses they do, then why
has the US&FCS budget been
devastated?
In commenting on the report.
Congressman Mica provides one
possible answer. In 1980, Mica says,
"The foreign commercial service
function was taken out of the State
Department because of the low
priority it was accorded." But,
Mica says, "Now it looks like it's
still a stepchild, but this time at
the Department of Commerce."
As part of the infighting that
preoccupies bureaucratic
Washington, the 51-member staff
of the US&FCS' foreign operations
office, which supervises the trade
promotion efforts of the approxi
mately 150 commercial officers
overseas, is clearly outgunned at
Commerce by the entrenched and
larger International Economic
Policy (IE?) office, another unit of
the ITA.
The US&FCS foreign operations
office has no means of protecting
itself in the bureaucratic trench
warfare that goes on in Washing
ton. One example of this is that
detailed analyses of market poten
tial for U.S. exports that are pre
pared by US&FCS officials over
seas are routinely published in the
Commerce Department's Busi
ness America magazine under the
name of the IE? country desk
officer in Washington.
According to several sources
who spoke on the condition of
anonymity, the US&FCS is largely
ignored and its work and potential
is not understood even at Com
merce. "The foreign commercial
service is woefully underused,"
said one source. "It's regrettable
because it can really make a dif
ference. It's really too bad that
we've gone through all this effort
to s e t up t h e US&FCS and
nobody's bothered to see if it's
being used. The US&FCS is not
properly integrated into ITA."

No game plan
Why? One reason, according to
the Mica report, is that there is
no overall strategy within the ITA
to promote U.S. goods. In fact, the
report says, there appears to be
no global or regional plan for
US&FCS activities. "An overall
strategy for the overseas posts,
both in terms of product manage
ment and export development, is
needed and should be integrated
throughout the international field
organization and the U.S." As one
observer put it, "We have no game
plan."
A cohesive, overall export pro
motion strategy for the United
States should be coming from
Washington, but it isn't. The sour
ces said there is no direction or
coordination at the highest levels
of the Commerce Department to
promote American exports.
Because there is no overall game
plan at the top, insufficient
emphasis is placed on the work of
the US&FCS. As a result, the
US&FCS does not have top-level

officials to fight for it at budget
time.
Trade policy is sexier
But the problem goes deeper.
The U.S. lacks a unified game plan
because there is no single point of
authority driving America's
export promotion efforts. There is
no trade czar at Commerce to
marshal an effective and properly
funded export promotion effort.
And even those officials appointed
to head export promotion efforts
are usually attorneys and not
business people who have expe
rience in exporting and in dealing
with Washington.
Within Commerce's bureau
cratic framework, trade promo
tion is split up among different
offices. Each works independently
of the other. As another source
said, the heads of these offices
don't sit down together. Without
a coordinated strategy, and with
out a trade promotion czar spear
heading export efforts, there is no
pressure for them to communicate

with each other and formulate an
effective strategy.
But there is another reason
trade p r o m o t i o n e f f o r t s i n
Washington are in disarray. Trade
promotion is separate from each
policy, which deals with such
issues as trade barriers. Trade
policy, a much "sexier" topic in
Washington, is given more atten
tion. In addition, the State Depart
ment, the U.S. Trade Repre
sentative, the White House,
Treasury and Commerce each
views trade policy as within its do
main. As a result, trade promotion,
both in terms of budget and
planning, gets short shrift. Even
the ITA sees its role primarily in
dealing with trade policy.
"It is ironic that we should be
satisfied with a totally underutil
ized US&FCS," says Mica, whose
report proposed organizational
changes at Commerce to unify and
coordinate America's trade
efforts. "Set properly, it could
make a difference in our national
trade posture."
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Arthur Andersen &Co.'s
International Services:

• Inlernational TradeCustoms
• Internatmal Treasury Consulting
• International Joint Venture Consulting
• International Tax Services
• Advising Companies on Going International
• Accounting and Audit
• Expatriate & Inpairiate Tax Services
• State and Local Tax Services
• Management Irfbrmation Consulting
• Foreign Investment in the U.S.
• International Mergers & Acquisitions
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Serving the Inland Empire

(714) 757-3100
(213) 614-6500
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Let US
change
the way you
talk to
the world.

MCrgets you through to more people, in
more places, in more ways than anyone else.
Through worldwide direct dial, fax, telex, elec
tronic mail or global digital private lines.
For example, you can store and forward
telexes and even send them to or from PC's.
Or "mail" virtually any information electroni
cally—spreadsheets, binary files, letters, grapliics.
With sortware links that send them instandy
And hard copy delivery options that go literallv
everywhere.
We'll enable you to talk to the world from
just about any ofiEice automation system or PC.
Including the one you already own.
You can create your own global private
network, too, with private lines to Canada,
the U.K., Europe, the Pacific and Latin America.
And everywhere you can dial direct, you can
dial direct with MCI,; and get MCI
'
savings
vs. AT&T
Our messaging experts are ready to help you
put together the most efficient, cost-effective
communication^ in the world. And, to keep them
that way
Until you call, you'll never know how much
better a long distance company can be.®
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1-800-888-0800.

r

MCI

(D MCI Ccnnmunications Corporadcm, 1988.

4^-

t

y-'

J"- ' •.

•J!

Let us show you:

J
1
1 "Sa

